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The Summer Spurt 





A Seasonable Business Ahead Instead of Summer Slump 


HE vigor with which the trade 
accepted the idea of a summer 
season—July and August— 
made profitable to the merchant and 
pleasurable to the customer—is one 
of the outstanding features of the 
moment. Buyers are now in the big 
central markets selecting the foot- 
wear for mid-summer sale. 

The idea of a mid-summer of real 
business .got its impetus through 
the fact that winter held over Spring 
a blanket of delayed public purchas- 
ing. The late Spring start retarded 
sales at retail. Current business is 
being done on merchandise which 
should have moved in the last weeks 
of March and early April. The 
usual Easter volume of business 
slipped over into the final weeks of 
April, so therefore May and June 
will be needel to put the six months’ 
business on the profit side of the 
books in comparison with what is 
usually accomplished by the first of 
June. 

The idea of clearance as you go, 
instead of holding it for July and 
August selling, is the national char- 
acteristic of the trade and a devel- 
opment of the past two years along 
the idea of clear as you go. The 
merchant now feels that not only 
every month should have its profit, 
but every shoe should carry its fair 
profit. 

Nationally the feeling has been 
developed by the garment trades 
that Summer is a season distinc- 
tively given over to sport and light 
attire, and should be made one of 
the most attractive seasons. of the 


year. To that end the garment 
trades are all working in coopera- 
tion. 

Several new distinctively summer- 
ish colors have been approved for 
the new dresses. 
which is of a sort of yellow prim- 
rose shade, matches best with shoes 
in. white. Coral sand takes white 
and tinted Florida cloth and leath- 
ers. June rose to match with parch- 
ment, ivory and white. Ask your lo- 
cal garment dealer to show you the 
new colors as accepted by the Na- 
tional Garment Retailers’ Associa- 
tion. 


N men’s shoes, naturally the first 

call is to lighter weights, and with 
that goes lighter colors. It is an- 
ticipated that the greatest season 
on light colors in men’s shoes is just 
ahead. 

A great mental tonic has been de- 
veloped by many merchants through 
using the term “the summer spurt” 
instead of “the summer slump.” It 
is the mental attitude of the trade 
in preparation for a season that 
helps to make a season go over in a 
big business way. 

R. L. Prather says It Can Be 
Done, for he is seeing merchants on 
the Pacific Coast planning and per- 
fecting a real summer’s business 
boom. He says: “Some one said re- 
cently that while a lot of fellows 
were standing around saying it 
can’t be done, some smart Aleck goes 
ahead and does it. 

“We heard that the proposed 
‘Summer Shoe Day’ could not be 





The color sunni,. 


pulled off. Was it not worth try- 
ing? Even though it accomplished 
nothing more than making a small 
stir in men’s minds, it was worth- 
while. 

“San Francisco is known as a city 
where straw hats are not worn. But 
the hat men pulled off a straw hat 
day that was a corker. They even 
got the mayor interested and he 
stepped out into the lime light with 
a new straw hat on his head and 
gave his sanction to the movement. 

“Portland, Oregon, had a similar 
affair last year. The mayor accepted 
a new straw hat from one of the 
leading hatters and the scene of the 
presentation was on top of one of 
the city’s fire trucks. 

“As we say out here in the west— 
‘that’s hitting the ball.’ 

“The writer has been hearing a 
lot of this ‘It can’t be done stuff.’ 
Some of the Cantbedoners tell us 
that Summer weights are an impos-. 
sibility. Others tell the writer that 
publicity on shoes is an impossi- 
bility. Well, it is being done. Sum- 
mer shoes are going over big and 
shoe publicity is actually happening. 


_ HE straw hat men show the 
way. The movie publicity men 
prove the case. The politicians are 


now eating up pages of free adver- 
tising. 

“The shoe man who insists that 
it cannot be done only places him- 
self in the class, who, long ago, said 
that air ships and wireless teleg- 
raphy were impossible.” 
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' Advertising Ideas to Stimulate 


- Summer Trade 
Country-Wide Survey Shows New Trend 


PRING and summer 
advertising shows 
where profit is. As 

if by.one accord mer- 
chants throughout the 
country flash spike heels, 
geometric designs, 
sharkskin and snakeskin 
with their fantastic ef- 
fects and the spring de- 
sire for something new 
is squarely met. 

In six weeks, some- 
thing new again. -Thou- 
sands of merchants are 
skimming from peak to 
peak of demand and 
gradually pulling up the 
valleys in between. 

Out of newspaper cir- 
culations reaching up 
into the quarter ‘mil- 
lions, merchants are 
picking the best of the 
purchasers. Circulation 
is‘ so nicely cataloged 
today that when a selec- 
tion is made it is almost 
like putting one’s hand 
on the very person with 
whom one wishes to do 
business. 

The cream of demand 
is quickly captured, and 
with a widespread ef- 
fort that covers the 
ground completely there 
is no long drawn-out 
process of moving high- 
ly seasonable goods. In 
the newspaper when a 
merchant says, “New 
footwear adds color to 
spring,” he knows al- 
most exactly how many 
hundreds or thousands 
will read that message 
and what proportion 
may be counted upon to 
come to the store. 

The methods taken by merchants 
of the country to influence sales is 
shown in what they say. The fol- 
lowing is interesting in that it brings 
some fresh thoughts to those who 
are beginning to wonder what there 
is to say about shoes anyway: 

The Bootery, San Francisco, says: 


mingham, Ala., quotes: 

“Elegant, refined and 

rich in style vaiue!” 
Buckley’s of Houston, 
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._ New things bring the prices that carry real profit. The 
size of ads testifies to this, 
advertising is profitable enough to justify a consistent 
use of large space. Have something of importance to tell 
and then tell it to the greatest number in the shortest 
time. These advertisements, as well as those on the next 
page, were chosen from a country-wide survey. 


“Coquette—as trim and chic as its 
name implies.” 

Frank Bros. of San Antonio, Tex., 
say: “New footwear adds color to 
spring.” 

J. A. Brown Shoe Co. of St. Louis, 
Mo., says: “Like a soft spring 
zephyr.” 

The Guarantee Shoe Co. of Bir- 


— Agee Emphasrzeg the 
‘enue of 


V7" MODERNISTIC 
FOOTWEAR 


Space costs money, but the 


Tex., says: “Sauterne is 
the color—the leather is 
kid.” 

The Davis Co. of Chi- 
cago, Ill., quotes: “This 
handsome pump on your 
graceful foot.” 

Brouwer of Mil- 
waukee: “Smartest of 
the new spring styles.” 

Speichers Woman's 
Shoe Store of Los 
Angeles says: “Making 
our bow as a one price 
shoe store.” 

The Wetherby-Keyser 
Shoe Co. of Los 
Angeles, says: “Aglow 
with the Spirit of 
Youth.” 

Winkelman, Philadel- 
hia, Pa., quotes: “Com- 
bination for spring— 
effective harmonies of 
favored materials.” 

Berberich’s of Wash- 
ington, D. C., says: “As 
your thoughts turn to 
spring attire.” 

Longran’s, Harris- 
burg, Pa., says: “Fash- 
ions paging Miss 
Spring.” 

“Color is the thing,” 
says Watters, Buffalo. 

Dorothy Dodd of Ro- 
chester, N. Y., says: “A 
new era of faultless fit- 
ting footwear.” 

‘*Save money on 
spring shoes,” W. L. 
Douglas, New York. 

From Dacks, Toronto, 
Can.: “It is no idle 
boast. The following 
facts show.” 

“What’s new—what’s smart?” 
from College Boot Shops, San Fran- 
cisco. 

Winkelman, New York, says: “Is 
your foot admired? Enhance its 
beauty as fashion dictates.” 

“What could be smarter than 
Greco’s new shoe in Galiechat?” says 
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Saks-Fifth Avenue, New 





York. 


The Ground. Gripper 
Shoe Shop of Rochester, 
N. Y., quotes: “Why 
pamper your face and 
neglect your feet?” 


“Spring brings charm- 
ing footwear,” says the 
Bullock Shoe Co. of Mont- 
gomery, Ala. 


The Pedemode Shop of 
New York says: “They 
just know.” 


“Moods of the newest 
modes,” quoted by the 
Guarantee Shoe of San 
Antonio, Tex. 


Frank Bros. of San 
Antonio, Tex., say: “New 
footwear adds color to 
spring.” 


“The advance mode for 
spring 1926,” quoted by 
Monell, Columbus, Ohio. 


Marilyn Footwear of 
Kansas City, Mo., says: 
‘*‘Spring’s magnetic 
colors.” 


“Styles at your price,” 
quoted by Klines, Cam- 
den, N. J. 


The Nelson Shoe Co. of 
Wilmington, Del., says: 
“Buy ‘broken-in’ shoes.” 








ULIAN RAY, manager of the 
men’s shoe department in the At- 
lanta store of the Pollock & Berg Co., 
tells of a very interesting and effec- 
tive sales scheme that was recently 
used by the Pollock & Berg store de- 
signed for the purpose of winning 
back the trade of inactive accounts, 
the plan itself being so unusual that 
it is worth mention here. It is an 
idea that other shoe merchants could 
undoubtedly use with an equal degree 
of effectiveness, for if it worked suc- 
cessfully with the trade in Atlanta— 
-and it assuredly did—it will also 
work effectively anywhere else. 

A letter was written by hand, and 
from this a plate was made, and the 
letter was then printed on ordinary 
personal stationery with a wide black 
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Decoration in advertising today is closely related to 
the product itself. No strained effects. 
borders, appliqué backgrounds and snakeskin type— 
every motif borrowed from the shoes themselves. 







Shoe lacing 
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in-lay is 
New 


“The pastel 
new!” Cammeyer, 
York. 


Porter of San Fran- 
cisco, says: ‘‘Spring 
brings a galaxy of new 
and colorful shoes by 
Porter.” 


“That elusive thing 
called spring style,” Star 
Shoe Co. of Los Angeles 
quotes. x 


Weils Boot Shop of San 
Francisco says: “The 
color must harmonize with 
the ‘tout ensemble.’ ” 


“Let, ‘your choice of 
footwear be in keeping 
with your gown,” quoted 
-by the May Co. of Los 
Angeles. 


The Bootery, Memphis, 
Tenn., says: “Smart foot- 
wear styles for spring 
frocks.” 


“The utmost in style— 
kidskin footwear,” quoted 
by Oppenheim, Collins & 
Co. of New York. 


Eastwood’s of .Roches- 
ter, N.'Y., says: “Strictly 
for young men.” 





“Lifting the curtain on 
the fashions at the Blyn 
Shops!” New York. 





Stirring Up Inactive Accounts 


How an Atlanta Merchant Does It 





border surrounding it, such as folks 
are wont to use when there has been 
a death in their families. In the 
letter the attention of the customer 
was called to the fact that no pur- 
chases had been made on his account 
in some three or four months, and 
that the store mourned the loss of his 
business. He was told that every- 
thing possible would be done to 
rectify any errors that might have 
been made in the event this was the 
reason why he had quit buying, and 
was asked to at least let the com- 
pany know what was wrong. And, 
of course, he was urged to make his 
account active again. 


ICKING out a list of the accounts 
that had been inactive for some 
three or four months, this letter was 








sent to all of them in an ordinary en- 
velope with a black border around it 
like a mourning letter, and needless 
to state it created considerable at- 
tention because of the unusualness 
of the idea. Many of the accounts 
that had become inactive were re- 
covered as a result of this plan, and 
if it worked thus successfully for 
Pollock & Berg, there is no reason 
to presume that it would not work 
with equal success when used by 
some other dealer. The cost was 
comparatively little, so that if only 
a single account out of 300 letters 
was recovered it would not be long 
before the profits from this single 
account would pay the costs of the 
whole plan. 
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Beautiful Footwear Era Ahead 


New Ideas in Strap Formation 


is the stuff that will increase the sale of shoes in the summer 
months. The strap has now entered its most beautiful stage 
of development, for not only is it primarily an aid to fitting, but it 
has a definite and artistic reason for being made part of pretty foot- 
wear. 
We are showing five very distinctive strap patterns, indicating new 
shoes with fancy grain trimmings over white, in leather or material. 
They also can be translated into colored kids with the same 
beauty of combination. Straps are slim'and put on the 
shoes for a purpose. Consider them for summer wear. 
Many a woman will gladly buy dainty creations 
similar to these. 
When the mercury rises in the ther- 
mometer, women rush into filmy and 
cool looking garments. Dainty 
footwear is a necessary ac- 
cessory to the summer 
costume. 


Piss and practical footwear for the summer season. That 
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A Summer of Style Contentment 


Pump Effects and Step-ins 


distinctly summer sale. The plain pump now progresses because 

of reptile trimmings to a more ornate number in all heights of 
heels. Trim little tongue effects on pump lasts give a wide oppor- 
tunity for merchant selection of pretty shoes for summer wear. 

A step-in with its gore control is a permanently youthful type of 
footwear and very practical in its fitting qualities. It is now possible 
to blend several colors in reptile grains in the same shoe over a 

basic white leather or material. 
If the garment people are in accord that a summer selling 
season is possible, then new types of shoes of a sum- 
mer character are needed for that period. 
There is no reason on earth why a distinc- 
tive summer season cannot be made in 
shoes as well as in other lines of ap- 
parel. Women will welcome new 
ideas in mid-summer foot- 
AN wear. The dealer who 
SS . 
N shows new ideas 
will get the 
business. 


| N these five shoes we picture the possibilities of new footwear for 
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Let George Do It! 


OW we have a revival of the old army game 

of passing the buck on the matter of shoe pub- 
licity. The manufacturer says it should be done 
by the retail merchant and the retail merchant 
passes it right back to the manufacturer. And 
so it goes all along the line. Year after year we 
have had the same old situation. Each branch of 
the industry points to the other fellow and says: 
“Let him do it.” 

Just why, and how, the retailer is to do the job 
is a big question. Publicity, to be effective, must 
be national. Retail publicity must be local as a 
matter of course. The retailers can do good work 
in their communities by using the columns of the 
local papers and telling their citizens: the truth 
about shoes. The RECORDER is supplying a free 
service to help that cause along. 





But the big job, the real task, is national. 

In a recent issue of a national publication there 
were a dozen advertisements from shoe manufac- 
turers. A careful reading of those advertisements 
does not disclose one sentence concerning the big 
problem of selling men the idea of foot sanitation, 
proper dress, shoes for occasion, summerweights, 
or any of the things the trade has been talking 
about for months. Each of the advertisements 
talked about the shoes in terms of purest tech- 
nology. One told how the shoe fitted the arch, 
another how it fitted the heel, still another how it 
fitted the ankle. Others dwelt upon generalities. 

What a fine opportunity for giving men some 
real information on their shoes! What an oppor- 
tunity lost! 

What national manufacturer will have the acu- 
men to speak in his advertising of the need for 
wearing a different pair of shoes each day? What 
manufacturer will call men’s attention to the abuse 
of shoes? When shall we see some real educational 
‘copy in national ads? 

The job is very much up to the manufacturers 
and the forum is in nationaj] mediums. 


Margin vs. Profit . 


T is altogether too common to hear a person 
accuse some merchant or tradesman of making 
“too darn much profit on his merchandise.” Give 
some people the cost and selling price of an article 
and they think that they know all there is to know 
about the gain accruing to the seller of that article. 
The fallacy of taking the total spread or margin 
between the cost and selling price as clear profit 
has probably been brought home to many an opti- 
mist who has set up in business expecting this 
margin to be all “gravy.” Safe to say he has not 
been fooled twice. 

After all, it is but natural that many people 
should be unable to differentiate between margin 
and net profit, for they have held this idea ever 
since they learned their arithmetic in primary 
school. “If a merchants pays $5 for a pair of 
shoes and sells them for $8, how much profit does 
he make?” asks the book. “Three dollars” is the 
answer. And so this idea sticks in the mind of all 
except those who become merchants or acquainted 
in some way with merchandising. 

At least one trade association is using its in- 
fluence, and with some success, in getting publish- 
ers of school books to correct these misleading 
problems in their texts. Hereafter the schoolboy 
or girl may know that the merchant has rent and a 
few other items to pay. 

In addition to hitting this trouble at the source, 
every shoe merchant can help by doing a little edu- 
cating himself. Whenever a customer implies that 
the merchant is making too great a profit, the lat- 
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ter should attempt in a nice way to show the fal- 
lacy of the customer’s reasoning. The merchant 
will be doing a service not only for himself but for 
every other merchant. 


Ridicule a Style Weapon 


UCH has been said about “college influence” 
on men’s shoes. The college man or univer- 
sity student is supposed to carry an enormous 
weight in the styling of shoes for younger men. 
Have you observed the dress of the average colle- 
gian, senior, soph, or fresh? Have you seen any- 
thing very inspiring in the hatless, slouchy, soiled, 
unkempt attire of the college man. Behold cord 
trousers, white or yellow, loose bags, smeared with 
soil, dragging his tracks out, shoes that have not 
been dressed since he put them on. A sweater that 
would credit a scare crow, a shirt that is innocent 
of laundry, no scarf or tie, hose without garters 
draped over shoe tops. And right behind this 
slouchy person walks the high school boy who imi- 
tates his elder in dress. 

College women do better. They are at least well 
groomed as to hair and dress. They are cleanly if 
plainly attired. They go in for color and chic 
effects. 

At a co-ed. school one sees pretty girls going 
about with human scarecrows that would not have 
been admitted to drawing rooms a decade ago. 
College fads are usually silly, but this sloppy sock 
fad, this unpolished shoe hobby, this hatless, soiled 
trouser idiocy seems to transcend all previous ef- 
fort of the mankind. 

What an example the college men set for the 
younger generation! Are we lapsing into careless- 
ness and total disregard of all the niceties of male 
attire? 

If you were hiring a man would you employ one 
of those sloppy sock chaps, or would you turn to 
the natty, clean cut, tailored youngster? There is 
something to think 
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An Intimate Industry 


T is no uncommon thing nowadays to hear a 

merchant in California speak of a merchant in 
Texas as if the two had been friends for years. 
It may be true that the two have never met. But 
through reading the RECORDER and other business 
papers they know each other. Tom Sherron is 
known to Will Knight. Oscar Thompson is ac- 
quainted with Al Gude because he has read about 
him. Conventions have brought many shoe men 
together for the first time. Two shoe men from 
the far reaches of the States meet and become 
good friends. This is heard often at conventions: 
“I know you by reputation.” Or, “I have read 
about you.” Is that not a fine condition? Is not 
the business paper doing a good job when it brings 
so many fine merchants closer together? We think 
so, and others think so, to hear them tell it. 


Underselling and Overselling 


OW many sales must be lost because of over- 
selling and underse]ling on the part of the 
salesman. One of the most difficult parts of the 
selling job is knowing just when the time is ripe 
to close the transaction. 

Often a prospective buyer is led right up to the 
point where he is in the frame of mind to pay cash 
or sign on the dotted line and he is permitted to 
get away without having made a purchase. The 
automobile salesman who closes his arguments 
with the statement that he’ll call around next week 
to take the prospect for a ride in the car is giving 
his competition just one week in which to beat him 
to it. Similarly, the shoe salesman who, seeing 
the doubt in his customer’s mind, tells the cus- 
tomer to come around next Wednesday and see 
some new shoes that are expected in before that 
day, will probably hand the sale to a competitor. 

Some people are led up to the point of making 

a purchase and then 





about in this ten- 
dency of the youth 
of our schools. 
Something to think 
about and some- 
thing to correct. 

a Mo Do 
done? Ridicule is Se 
the best weapon. : >, a 
Let’s boo them off 
the stage. Sloven- 
liness in attire leads 
to slovenly thinking 
and should have no 
place in modern 
civilization. Kill it 


| Now is the time 





are talked to at 
such length that 
they are unsold 
again. After a cus- 
tomer seems to be 
satisfied, he or she 
should not be 
handed more argu- 
ment, for it may 
give a chance for 
old objections to 
arise again or new 
ones to enter. 

This is one part of 
the selling job that 
can’t be standard- 
ized. 








with ridicule. 



































































—The Inquiry: 

Our greatest problem today is the 
odds and ends. We can usually 
find an outlet for our men’s shoes, 
but in ladies’ it is almost impos- 
sible to dispose of them at any 
price. We can put on a sale and 
in the end we find we have dis- 
posed of our leaders and still have 
our odds and ends on hand. If 
you have any suggestions about 
how to dispose of these, we would 
certainly appreciate the favor if 
you would let us know.—From a 
Shoe Store in lowa. 


—The Answer: 


T is difficult to offer definite 
| constructive suggestions on 

your problem until you supply 
certain specific information that 
will permit this Department of 
Merchandising Practice to form an 
adequate idea of the situation as 
it exists in your store. Will you 
kindly send memorandum covering 
the following points? 

Just what do you means in your 
store by “leaders?” By “odds and 
ends” and how old are they? 

Just how do you decide what 
merchandise shall be put into a 
clearance sale and how do you 
determine the clearance sale 
prices? 

How do you advertise your 
marked-down goods? If possible, 
show samples of your sale ad- 
vertising. 

As for the odds and ends you 
usually have left on hand at the 
end of a sale, how do the sizes 
run? 

Will you send, for examination, 
size sheets covering your pres- 
ent stock of odds and ends? 
Send one size sheet for each 
stock number, writing at the top 
of the sheet a good description 
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TELL- U-HOW 


A new Boot and Shoe Recorder depart- 

ment in which will be found the solu- 4, 
tion of merchandising problems sub- 
mitted by merchants to O. K. Johnson, 
Associate Editor of Merchandising Prac- 


tice 





of the style of shoe and indicating 
in detail the number of pairs of 
each size and width still in stock, 
together with the date at which the 
style was bought. 

What was your turnover in 1925? 
Figure it this way: Take your to- 
tal sales for the year, at cost; di- 
vide them by the average of your 
inventories at the beginning and 
at the end of the year, at cost. The 
resulting figure is your turnover. 

How many pairs of women’s shoes 
did you have in stock on Jan. 1, 
1925, and on Jan. 1, 1926, how many 
pairs did you buy and receive from 
the factories in 1925, and how 
many pairs did you sell? 

What kind of records do you 
keep? How do you keep track of 
purchases, of goods in stock, of 
sales? Do you keep a perpetual in- 
ventory? Do you keep a record of 
purchases and sales by sizes? Do 
you keep a record of purchases and 
sales by retail prices? 

What is your annual volume of 
business, at retail prices, by depart- 
ments? Men’s? Women’s? Chil- 


‘dren’s? Stockings? 

Meanwhile, certain considerations 
associated with this problem of 
yours are brought to your atten- 
tion in the following paragraphs. 

There are several reasons why a 
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retail shoe merchant may have an 
accumulation of stock which he 
finds it difficult to sell. Some of 
these reasons are: 

He may buy wrong styles. He 
may buy wrong sizes and discover, 
at the end of the season, that good 
sizes are sold out and poor end-sizes 
and narrow widths remain. 

He may buy wrong quantities; 
and wherever be overbuys on any 
style a portion of the stock will re- 
main unsold. 

When a shipment arrives, shoes 
may be placed in stock and almost 
forgotten, or at least practically 
overlooked and neglected instead of 
being pushed. 


F a shoe is a slow seller, he may 
not have a system of stock rec- 
ords which will notify him of that 
fact; and he may not realize that 
fact until the end of the season, when 
it is too late. The merchant who 
relies upon a glance at the stock 
shelving, and upon his memory or 
his impression of how sales are go- 
ing, is not exercising any real con- 
trol over his stock. 

It would be a fine thing if a mer- 
chant could always buy right, but 
efficiency in buying is impossible 
unless buying is done intelligently. 
Intelligent buying of shoes im- 
plies certain knowledge on the 
part of the buyer, such as that 
suggested by these questions: 

What styles shall be bought to 
suit the interests and meet the 
demand of the people in your 
community? 

In what quantities and in what 
assortment of sizes shall each 
shoe style be bought? This is 
a problem for which the answer 
is found by checking up, at regu- 
lar and frequent intervals, stock 
records showing quantities, sizes 
and widths on hand, purchased 
and sold. 

The reason why it is necessary 
to keep constant track of stock 
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is that the merchant may know ex- 
actly what the condition of stock is 
at all times. This is the only way 
to discover the weak lines, the poor 
styles, the slow movers, the styles 
that do not sell at all. When these 
enemies to shoe store profits are 
found, the thing to do is to take 
immediate steps to get rid of them. 

To guard against overbuying, it 
is necessary to regulate purchases 
in accordance with the probable 
and anticipated sales. This again 
calls for stock records. You can- 
not tell how much to buy unless 
you know approximately how much 
you are going to sell. You can- 
not tell how much you can sell 








down the price. It remains to make 
certain that the public knows about 
the style, the price and the unusual 
value. In bringing. this reduced- 
price merchandise to the attention 
of the people, it will doubtless be 
best to follow the store’s custom in 
the matter of handling bargain 
goods. 

The first thing to do is to see 
that every salesman shows this 
marked-down footwear to every 
customer who can be fitted properly 
and might be possibly interested. 
The customer must be shown the 
sort of footwear she asks for and 
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ments from overlooking them. 

This publicity may or may not 
sell the marked-down goods. For 
such part of the merchandise as is 
still stuck in stock, there remains 
the clearance sale at the end of 
the season. Take the slow movers, 
the stickers, that haven’t sold dur- 
ing the season even at the reduced 
prices, and put them in with the 
odds and ends that represent 
broken sizes in lots that have been 
good sellers, and push them all out 
together. You will, of course, study 
the question of just how to price 
your clearance sale goods so as to 
give you a little margin over 
cost, while moving them out 





in the future, unless you know 
what you have sold ‘in the 
past. You cannot know how 
much you have sold in the 
past, from memory or observa- 
tion; it requires records, in 
plain figures. 


HAT is to be done about 
a slow-moving style? 

First—Display it in the 
store, in the window and in 
the store’s advertising, at its 
regular price. Perhaps ad- 
vertising is what is needed, 
and with advertising it will 
sell. If so, all right. That 
settles the problem with this 
particular style. But if it does 
not sell, the second move is 
called for. 

Second—Reprice the shoe at 
a lower figure. Mark the price 
down to a point where cus- 
tomers are influenced to buy. 
The amount of the reduction is 
to be determined by the merchant’s 
own judgment in the case, consider- 
ing the quality, condition, appear- 
ance and style value of the shoe. 
The amount of reduction may per- 
haps be determined by some such 
mental process as this: 

In what price group does this 
shoe belong? If it belongs in the 
store’s high price group, it will 
probably be necessary to mark it 
down nearly to, if not entirely 
down to, the price that represents 
the store’s middle price merchan- 
dise. For instance, if the store’s 
top class of merchandise is priced 
at $10 and its middle class foot- 
wear at $7.50, the reduced price 
will doubtless have to be $8.50 or 
$8, or perhaps as low as $7.50 if 
the lack of demand compels such 
reduction. If the price is not made 
low enough the first time, it must 
be marked down again; for it must 
be sold even if not more than cost 
is realized. 

It is not enough merely to mark 


dise. 


sible. 








If a Style Moves Slowly 


First—Display and advertise it at 
regular price. 


Second—Re-price it at a lower figure— 
enough lower to stimulate interest. 
vertise it. Display it as bargain merchan- 
Instruct your salesmen to show it 
to every likely customer. Then, if nothing 
happens— 

Third—Hold it for the regular clearance 
sale at the end of the season. At that time 
put these slow sellers in with the odds 
and ends representing broken sizes of good 
sellers. 

Fourth—Run your sale as long as pos- 
Two weeks is the average length 
of time. Then reprice at a lower figure. 
If, after that, you still have the shoes— 


Fifth—Give ’em away. 


{If nothing happens— 


Ad-__the sale price. 


quickly into the consumers’ 
hands. Experience will have 
- told you how long to run the 
its sale on the basis of the price 
you first advertise and when 
to make and advertise a cut in 
It is the ex- 
perience of many shoe mer- 
chants that the sale is not 
likely to continue satisfac- 
torily more than ten days or 
two weeks at the original sale 
price. It then becomes neces- 
sary, either near the end of 
the second week or at the be- 
ginning of the third week, to 
decide upon a second and 
more reduced sale _ price, 
which must be low enough to 
inject further life into the 
sale. 

During the clearance period 
it is important to keep ham- 





the specially priced footwear, too. 

These bargains should also be 
placed out in plain sight in the 
store, on top of cases or counters or 
tables. There is a place for these 
bargain shoes in the windows, also, 
even if it be only a corner in the 
end-of-the-week display. Room may 
be found for these shoes, with neat 
cards calling attention to price and 
value, without affecting the power 
of the windows to pull business for 
regular goods. 


HEN there is the newspaper ad- 

vertising. It is not usually neces- 
sary, except in the clearance sale 
period, to make the group of bar- 
gain merchandise the prominent 
feature of the advertisement. Ad- 
vertise regular goods during the 
season; but find a place in the ad- 
vertisement, a corner possibly, or 
perhaps a space surrounded by a 
light rule box, so that somewhere 
you can mention these _ special 
prices and values in a way that 
prevents the readers of advertise- 


mering at sale goods until 
they are disposed of. In push- 
ing them, all the store’s facilities 
for publicity should be used—mail- 
ing cards or folders, newspaper an- 
nouncements, strong window dis- 
plays showing the various styles 
that are included in the sale and 
emphasizing the sale prices, dis- 
plays of the shoes inside the store, 
and case cards and wall cards 
drawing attention to prices and 
values. 


EVER carry broken lots of mer- 

chandise through into the fol- 
lowing season, except in those cases 
where you expect to reorder the 
same style or a style so similar that 
the odd pairs can be sized in with 
the new shipment. Don’t carry 
stickers in stock after the end of 
your clearance. Call in the odd-lot 
man and get rid of leftovers at the 
best price you can get. Or give them 
to some worthy charity. 


Merchandise — Men — Method — 
Morale—E. A. B. in Walk-Over 


Shrapnel. 
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St. Louis Fashion Pageant On 
Nov. 29, 30 and Dec. 1 


Authentic Spring Styles to Be Shown 


T a meeting held recently by 
A the St. Louis Shoe Manufac- 
turers and Wholesalers Asso- 
ciation, it was decided that the third 
annual Pageant of Footwear Fashion 
will be held in that city Nov. 29 and 
30 and Dec. 1. The pageant will be 
held at the Statler Hotel, the scene 
of last year’s exhibition. 

The reasons for the selection of 
these dates are given by H. G. Jo- 
hansen, president of the association, 
as follows: 

“In adopting the change of dates 
for our annual Pageant of Footwear 
Fashion, our association desires to 
render a constructive, far reaching 
service in every way possible to 
those who may attend, and while it 
is held for the mutual benefit of both 
manufacturer and retailer, we have 
given the retailer’s interest first 
consideration. 

“His interest, along with that of 
the manufacturer’s, is better served 
when it so happens that his needs 
may be better met by economics 
which affect price, and prompt de- 
liveries of advance styles, which 
affect volume and profit. 

“Upon careful analysis of all the 
contingencies of the situation, after 
weighing the probable consequences 
of every step as taken in its relation 
to the disadvantages as compared 
with its advantages, our association 
has selected the dates for holding 
the third annual Pageant on Mon- 
day, Tuesday and Wednesday, Nov. 
29 and 30, and Dec. 1, 1926. Some 
of the major considerations that 
have prompted this change are as 
follows: 


66 HAT the retailers as a whole 
can introduce Feb. 1, or earlier, 
authentic spring styles, which pro- 
cedure has been found profitable and 
enjoyed in recent years by the so- 
called larger buyers, and undoubtedly 
should be followed by all, whether 
large or small merchant, who de- 
sires to progress in keeping abreast 
with improvements in merchandis- 
ing methods. 
“In order to present to his trade 
early spring styles Feb. 1, or earlier, 








x SHOES THAT SELL 
ST.LOUIS 
LOU 


it is practically essential that the re- 
tailer purchase at our Fashion 
Pageant dates, namely, Nov. 29 and 
30 and Dec. 1, and we propose to 
offer at our affair, on the dates men- 
tioned, the last word in patterns 
and materials of the established 
style trend for spring. 

“This early presentation of spring 
shoes will accelerate activity during 





‘an otherwise slack and unprofitable 


period for both the manufacturer 
and the retailer; it will distribute 
deliveries so as to avoid the usual 
congestion prevailing when every- 
one tries to have three months’ re- 
quirements made in one; provide 
better conditions in securing ma- 
terials; reduce cost and maintain or- 
ganizations intact and it will im- 
prove quality. 

“By establishing the style trend, 
so far as materials are concerned, 
by Nov. 29, 30 and Dec. 1, it will be 
a great advantage to the tanners, for 
they can gradually get into produc- 
tion on the ‘newest,’ so that when 
the peak purchases arrive they are 
capable to handle the situation to 
the satisfaction of all, whereas 
when they are to a great extent 
compelled to wait until January for 
the material trend, they are in no 
position to handle the vast amount 
of business on so-called Easter 
shoes. 

“Summing up the results, we ex- 
pect to find economical advantages 
that will be enjoyed by all, because 
we can all sense the pulse of spring 
requirements, as you might say 








gradually, instead of with the usual 
rush, which results in many disap- 
pointments, severe losses and grief. 

“Our third annual Pageant of 
Footwear Fashions is now being 
planned and is going to surpass all 
previous conventions, and we want 
you to get a large share of the bene- 
fits.” 


U. S. Chamber of Com- 
merce Meets May 11 to 13 


A large delegation representing 
business men from the hide, leather 
and shoe industries is expected to 
attend the Fourteenth Annual Meet- 
ing of the United States Chamber of 
Commerce, to be held at Washington 
on May 11 to 13. 

Questions to be considered are of 
importance to all branches of indus- 
try, finance and commerce. The 
major subject, around which all the 
discussions of the meeting will 
center, will be “Self-Regulation in 
Business.” Prominently featured on 
the program are two additional sub- 
jects, namely, “Local and State Tax- 
ation and Budgeting,” and “Rela- 
tions of the States to the Federal 
Government.” 

Organizations within our industry 
entitled to send delegates are: 

Associated Leather Goods Manu- 
facturers of the U. S., Inc., New 
York, N. Y. 

National Baggage Manufacturers’ 
Association, Chicago, Il. 

National Leather and Shoe Find- 
ers’ Association, St. Louis, Mo. 

New England Shoe and Leather 
Association, Boston, Mass. 

Tanners’ Council of America, 
Washington, D. C. 

National Shoe Retailers’ Associa- 
tion, Chicago, IIl. 

Ohio Valley Retail Shoe Dealers’ 
Association, Columbus, Ohio. 

National Boot and Shoe Manufac- 
turers’ Association of the U. S., Inc., 
New York, N. Y. 

American-National Fox Breeders 
Association, Merrill, Wis. 

National Association of Importers 
of Hides and Skins, New York, N. Y. 
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By Edward B. Marshall 
of the United Last Co. 





He holds a shoe—as if he loved it 
—that’s craftsmanship’s best ap- 
preciation 





inspiration struck me that the negative way in which 

we put the argument, “no tan shoes after 6 o’clock,” 
isn’t exactly the way it ought to be presented to the American 
public. What do you think of the suggestion, “tan shoes as 
daylight shoes,” “black shoes after dark” and “sports shoes for 
their purpose’? Break this up into three divisions and it is 
applicable to your newspaper advertising, window display and 
talking to the public over the fitting stool. 

My long experience at retail taught me the necessity of sim- 
plicity in statement to the customer, and I am therefore glad to 
submit the idea of 

Tan shoes for daylight, 

Black shoes after dark, and 

Sport shoes for their purpose. 

There is no question but that the summer weight idea is 
going over nationally, and the more effective we make our presen- 
tation of seasonable footwear the better for the merchant as well 
as the customer. The shoe trade has a great opportunity in the 
summer of 1926 to get more pairs of shoes sold right to the 
American public. It has an opportunity for a new style vogue 
in button shoes—their cycle is about due again. 

The nearest approach to a slogan for general publicity coming 
out of all the recent talk is this one:: 

“Dress your feet as you would your neck.” 

There is something that men can bite into mentally. It has 
a real punch. Another one, not quite as good, but having 
strength, is: 

“Look at your shoes!” 

It might be strengthened by a slight alteration: 

“Look at your shoes!” 

Add to that these words: “And be ashamed,” and you have a 


W 2 in attendance at the Shoe Style Conference an 


knockout. It should read thus: 


“Look at your shoes and be ashamed!” 
Jesse Adler said a lot in a few words when he gave utterance 


to this: “It’s up to each and every man in our craft to take 
better care of his own feet.” Let the shoe men pluck the beam 


[CONTINUED ON PAGE 66] 
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“Daylight and Dark Shoes 


A Practical Way to Feature Summer Footwear with a New 
Slogan—Tans for Daylight, Blacks After Dark, 
Plus Sport Footwear 





“Sport shoes for their purpose” 





“Tan shoes for daylight” 





“Black shoes after dark” 
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Extra Pairs for Walking Will 






Boost Your Profits 


Encourage Walking Clubs in Your Home Town 


tirely a lost art. Here is the 
advice a merchant gives to 
women in his store publicity: 

“To get the right tint on the 
cheeks, buy only the best rouge. Hide 
it in a safe place about two miles 
from home and then walk out and 
back once a day to see if it is still 
there.” 

“Walk and Be Healthy” is some- 
thing other than a trade slogan. It 
is the common sense method of get- 
ting the greatest joy out of life. It 
applies to all ages—even cradle tots 
must have a chance to kick every 
day. 

The outdoor period of the year is 
here now. It is up to you to de- 
termine what place shoes take in it. 
The advocation of walking will make 
the shoe store a profitable depart- 
ment of health for every community. 

The retail shoe merchant has a 
wide scope of profitable and pleasur- 
able work before him in the promo- 
tion of his local walking club; or, if 
one does not exist, in the organizing 
of a home-town walking club. Every 
public library contains books on how 
to organize a walking club. The 
Appalachian Mountain Club, the 
Green Mountain Club of the East; 
the Wanderlust Club of Philadel- 
phia; The Walking Clubs of New 
York, of the West, and the Associa- 
tion of Mountaineering Clubs have 
all added infinitely to the health and 
happiness of mankind; these clubs 
will be glad to render assistance in 
the extension of the good work in 
any section. 


P teeta tse are is not en- 


HE retail shoe merchant has 

every reason to be interested in 
the advancement of the “sport of 
walking.” For in walking, footwear 
is of first importance. If one is to 
walk comfortably, pleasurably, effec- 
tively, the muscles of the feet must 


-have free play; there must be no 


cramping, nor straining, nor rub- 
bing, and no unnatural positions. 
The merchant would do well to 
advertise and display in his show 
window—‘“Shoes for Walking.” He 
knows the kind to talk about—shoes 
that have fairly stout soles; shoes 











Stout oxfords and hiking boots 
are good numbers to push for the 
walkers in your community 


that are comfortable: shoes that 
have broad toes, low heels, uppers 
strong and pliable; shoes that lace— 
in a word, shoes that fit, that give 
freedom, that do not spread under 
the weight of the body. 

Mountain climbing shoes are obvi- 
ously of a more durable variety, and 
are salable now. Walking shoes 
should be fitted a half size longer and 
two widths wider, according to one 
eminent authority on walking. They 
should fit snugly at the heel and be- 
neath the arch of the foot. The 
forward part of the shoe should be 
soft and wide to give the toes full 
play. 

But why tell the retail shoe 
merchant? He knows—and he 
also knows that it is necessary for 
his customer who is thinking of 
gaining health, happiness and suc- 
cess through walking, to buy a 
special pair of walking shoes. 

The promotion of the sport of 





walking will also mean the sale of 
more pairs of hosiery. Woolen 
stockings or half hose are recom- 
mended as the best hosiery to choose 
for those who are about to try the 
exercise of “Riding Shank’s Mare.” 
And it is advised that it is well for 
the walker to carry with him several 
pairs of woolen hose, as he must al- 
ways discard them when holes ap- 
pear. Some professional walkers 
wear their stockings inside out. 


N walking, the foot is thrown a 

little forward in the shoe, and one 
must remember to throw the weight 
of the body forward naturally on the 
ball of the foot. 

Observe the vigorous man as he 
walks. The stride is long and free; 
the feet come surely and firmly to the 
earth, without twist or jar. The 
toes point straight ahead. The arms 
swing in alternate rhythm with the 
legs; the pelvis, swaying easily, 
carries a body that is erect; breath- 
ing is deep and long; the blood 
courses through the veins strongly. 
Every part of the mind and body 
is stimulated. 

Clothing, of course, while serving 
its function of protection, must be 
as light as possible, must not bind 
nor rub, and must be so constructed 
as to interfere to the least possible 
extent with the natural motions. 


HE retail shoe merchant would 

do well to impress upon the folks 
in his community that if they would 
take up the sport of walking, they 
will get the best results therefrom if 
they enter upon it with an open 
mind, and if possible, a happy one, 
or, at least, a mind which is willing 
to be made happy through a tolerant 
spirit toward a sadly neglected and 
health-giving exercise. 

Walking is for the old as well as 
the young. What other sport is there 
which lends itself so well to the 
requirements of all ages? A very 
young child exercises with the mo- 
tion of his juvenile activities, a boy 
or girl of school age may play tennis 
and baseball, until they are 30 to 40 
perhaps. From 40 to 70, golf is the 
only other game, in which the adult 


May 8, 1926 


















oe i et ee me bee OD UG 


bl i i, 








May &, 1926 


may safely indulge. But in the sport 
of walking, whether one is 8 or 80, 
he may play the game of “Walk and 
Be Healthy.” 

Some authority has said that “We 
live too much in crowds” and that 
“Walking, like letter writing and 
conversation, will soon become a lost 
art if not kept alive by the walk- 
ing clubs.” Now, who logically 
should be a better booster of walking 
clubs than the shoeman? 


N educating people to the benefits 

of spending a portion of each 
day in walking, it might be well 
to impress upon them 
that the pleasure one 
may take from walk- 
ing is too often de- 
stroyed, not by the ac- 
tual fatigue which a 
novice suffers from it, 
but by the fear of 
getting fatigued. 
Children, especially, 
should be made to 
walk, at first short 
distances, and then 
longer ones. The Boy 
Scout movement, with 
its million members, 
is daily proving what 
walking does for the 
young. There is in 
mankind, young and 
old, a certain amount 
of wildness. If the 
youth of the country 
is taught the prin- 
ciples of physical and 
spiritual endurance 
and good fellowship, 
through walking 
clubs, the wildness 
which might later de- 
velop into criminal ac- 
tions, will be con- 
verted into heroic 
deeds. 

The more we walk, 
the more graceful 
grow our movements. 
Sometimes, however, 
those who essay walk- 
ing, all of a sudden 
are disappointed in 
its beneficial results, 
because they have not 
devoted much time to 
“walking as a sport” 
before and regard it 
as a perfunctory exer- 
cise. Therefore; after 
the first two or three 
walks, they find it ex- 
tremely tiresome and 
say “never again.” 


soles. 


They have not learned 
to walk easily—‘to 
saunter”—to 


derive 


Photo by Boston Post 


of the 1924 Olympic winner. 





pleasure or benefit from walking. 
The beginner should not walk too far 
at first. Try two miles each day at 
first. Walk as naturally as possible, 
and above all, enjoy the walk. 

The principal benefit which the 
city dweller can derive from a coun- 
try vacation will be from employing 
it in learning how to walk. To sit 
in easy chairs on the piazza of a 
hotel to ride, or row, is to waste the 
opportunity of a lifetime. Those 
persons who have nt cultivated the 
art of walking can learn a sport that 
will be a source of happiness and 
profit to them all the rest of their 





The greatest feat—with feet 


ERE is twenty-year-old “Jack” Miles of Nova Scotia—on 
April 18 an unknown kid; on April 19, the Marathon 
wonder of the world. This is the way he looked when he broke 
the world’s record at the end of the nearly 26-mile race from 
Ashland to Boston, finishing in 2:25:40 2/5, four minutes ahead 
While he was holding a recep- 
tion in Somerville Square, E. A. Miles, who travels sections of 
New England for the Brown Shoe Company, spied him from 
the shoe store of one of his customers, John Burns. 
invited “the champ” Marathoner over to the store, where he him- 
self fitted him to a pair of 8D, tan shoes, with crépe rubber 
Shoe Traveler Miles says that the Marathon “world- 
record-beater” has a well-shaped foot and that the first pair of 
shoes he tried on fitted him. Fitting time—five minutes. “Jack” 
took a notation of the size and style number—E-300—“so that 
I can tell the other boys in my home town about ’em,” he said. 
The shoes he wore when he ran in the race were of white can- 
vas with leather soles. 


BOOT AND SHOE RECORDER 57 


lives by starting it as a form of 
amusement at some summer resort. 
Walks in the city are as interesting 
as walks in the country. There are 
so many saunterings that will give 
the city stroller a liberal education. 
The pleasures of automobiling pale 
into insignificance in comparison 
with the mental refreshment that 
comes to the one who has become a 
devotee of the sport of walking. 


O one is too old to begin to de- 

vote an hour each day to walk- 
ing. No one is too poor to devote an 
hour each day to walking. It is better 
to walk during the 
day, but if one’s work 
prevents this relaxa- 
tion in the sunlight, 
there is at least one 
day in the week in 
which they can devote 
an hour in the day- 
light to this sport, 
and there is always 
the night. However, 
the younger one be- 
gins to play the game 
of walking —to be- 
come a real “fellow” 
in the art and science 
of walking—is when 
he is a child. And so 
grown-ups should 
consider that it is a 
duty which they owe 
to society to see to it 
that their children 
are taught how to 
walk.and are encour- 
aged to acquire the 
walking habit. 

Walking is obvious- 
ly the most generally 
useful of accomplish- 
ments. Dr. Mayo, the 
famous surgeon, said 
recently that if 
American people 
walked more they 
would suffer fewer 
surgical operations. 
And by observing the 
maxim of “Walk and 
Be Healthy” more 
pairs of shoes for the 
right purpose will be 
sold. 

‘he shoeman who 
urges his customers 
to walk more cannot 
be accused of purely 
business _ selfishness. 
The increase in 
health of the walkers 
will more than offset 
the expense of extra 
footwear. The mer- 
chant should make a 
study of walking. 


E. A. Miles 
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Father-in-Law to the Rescue 





The Old Man Had to Elect Himself Captain 
Again to Keep the Ship Off the 


youth is dominant, where the joy 

of living is paramount, there is 
a shoe store that is slowly coming 
back. That store offers a story 
more interesting to shoe men than 
the tales of Kipling. The name of 
the owner, the place, and the identity 
of the principals must be concealed 
for obvious reasons. As you 
read you will see the need for 
concealment. Let the owner 
tell the tale as he told it to 
me: 

“I started this business 
some twelve years ago,” he 
said. “I knew that there was 
a fine opportunity for the 
right kind of store in this 
little city. I worked hard and 
succeeded. It was a case of 
day and night with me be- 
cause I could not get the help 
I needed from hired clerks. 
It has always been a source 
of regret to me that I never 
had a son. I think I could 
have made a good shoe man 
out of the right sort of a boy. 
But I have had to go along as 
best I could. 


I a certain college town, where 


“T have a daughter—a fine 
girl. She used to come in and 
help out with the store affairs 
after school and on holidays 
and Saturdays. She was not 
gifted in business, but she 
was a great help to me. 
Knowing that she would mar- 
ry eventually and leave me, I 
never attempted to train her 
into the business. 

“Oh, no, she did not die, 
she is still alive and happily 
alive. She enters this story 
only casually and as one of 
the minor characters in the 
play. 

“One day I had the inspira- 
tion to employ a young man 
whom I knew as the most 
popular youth in the city. He 
had graduated from college 








Rocks—A True Story 
By R. L. Prather 


with honors. He was of good family 
and seemed to possess unusual in- 
telligence. So I offered him a chance 
to come into the business and be- 
come a partner. Not at once, you 
understand, but as he developed and 
fitted into things. 

“Well, he made a great success of 
selling from the very beginning. He 


"Way Down South in Dixie 





HE latest of the Edison Bros. Chandler 

Boot Shops recently opened in Memphis. 
Four Southern cities are now represented in 
the group—Atlanta, Birmingham, New Orleans 
and Memphis. The Chandler shops specialize 
on shoes at one price, $6. 
decidedly artistic, from the fresco work over 
the front door to the interior. 
wall show cases do much to brighten up the 
store. Fourteen mirrors are set in the wall at 
just the right slant to show the new shoes to 
the best advantage. The forty-four comfortable 
opera chairs are at a premium every afternoon 
and all day Saturdays. J. C. Brock is in charge. 


This new store is 
Seven lighted 


was popular. He brought in a fine 
class of young trade. He made him- 
self agreeable to the elder people. I 
was proud of my choice. My 
daughter still came to the store and 
busied herself at odd times. She 
and Jimmie seemed to like each 
other tremendously. Soon I could 
see that it was more than a friend- 
ship. They were becoming 
attached to each other. Frank- 
ly I welcomed the match that 
I could see was inevitable. 
Never having a son I thought 
of this youngster as being a 
most desirable addition to my 
family and to my business. 


“T began dreaming of the 
time when Jimmie could take 
over the business and I could 
retire to the little farm and 
take it easy. I was getting 
along toward fifty years of 
age and the strain of business 
was beginning to tell on me. 
So, one day when the two 
youngsters came and broke 
the news to me and asked my 
blessing I was as pleased as 
Punch. 

“They were married that 
summer and set up housekeep- 
ing in a nice little bungalow 
that Jimmie’s father gave 
them as a wedding present. 
Not to be outdone I made 
Jimmie a full partner in the 
business on his wedding day. 
Everything was lovely. My 
dream was coming true. 

“Never have’ I seen a 
brighter prospect open up for 
a young man and a better 
chance for an elder man to 
get out from under the cares 
and responsibilities of busi- 
ness life. Very soon, I 
thought, I -could turn the 
whole thing over to the lad 
and go out into the country 
and enjoy life with some 
chickens and fruit trees and 
all that stuff. 
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ture shoes 


Podell, 





; 1 two of 
Maz E. Podel a te i 


panying photograph, provide the opportunity 
for effective displays of men’s shoes. Mr. 
Podell, the 23-year-old owner and manager of 
the store, has been connected with the produc- 
tion end of the shoe business for the past 10 
He was with the Weyenberg Shoe Manu- 
facturing Co. for eight years, but left there about a year 
ago to accept a position with the Walter J. Booth Shoe Co. 


years. 


Milwaukee’s New Store for Men 


Opening of Podell’s, 
an exclusive men’s shoe 
store featuring $5 and ~ 
$6 shoes, has attracted 
considerable attention 
in the Milwaukee trade 
as it is the first exclu- 
sive men’s store to fea- 
at these 
prices. The new store, 
operated by Max E. 
is located in 
the new Century build- 
ing at Third and Wells 
streets. The interior of 
the store has been fitted 
up in an unusually at- 
tractive manner, while 
three display windows, 
which are 
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accom- 








when Walter Booth became president of that organization 
last May. He handles the Booth line. 














“Jimmie grew in popularity. He 
was a prime favorite with all the 
traveling salesmen. I took him to 
the sample rooms with me every time 
I could and invited his opinions on 
shoes. Sometimes it seemed to me 
that he was a bit too eager to buy. 
I was compelled to deny him a lot 
of pretty shoes that he insisted he 
should have. But I thought the boy 
was learning the greatest lesson a 
shoe man can learn—careful buying. 

“Once or twice I thought I saw 
a tendency on his part to doubt my 
judgment. But I was so wrapped 
up in the lad that I forgave it all. 
And I can look back, now, and see 
where I was greatly to blame for 
that which followed later on. But 
that, as Kip says, is another story. 


ss AFTER a year our sales had 

mounted high. We were the 
leading store of the city. I asked 
Jimmie if he thought he could take 
hold and run the business and let me 
retire to the farm. He was keen for it. 
He was so glad to have the chance 
that he fairly bubbled. One thing 
he asked and that was that he should 
have absolute control, no interfer- 
ence, no butting in. Rather reluc- 
tantly I agreed. And there is the 
place I made my worst blunder. I 
should have insisted upon having at 
least advisory capacity. 

“Well, to shorten the story, I went 
to the farm with my wife and started 
in enjoying life. I seldom went to 
town. I was too much interested 
in the hens and the other farm life. 
Occasionally I drove in on a Satur- 
day and peeped into the store. Al- 








ways, it seemed, there was a brisk 
trade. The boy was doing a big 
business. He had hired two other 
youngsters to help with the selling 
and was devoting all his time to the 
floor. I could see that he was grow- 
ing in grace and making more and 
more friends. 


66 NE day I had a call on the 

phone from the bank. The 
president asked me to come in and 
talk to him on a matter concern- 
ing the store. Rather startled 
I cranked up the Lizzie and drove 
rapidly to town. At the bank it 
took but a few minutes to learn 
that the shoe store was in danger of 
going on the rocks. Jimmie had 
been plunging. He had overbought, 
played the high styles, gone hog wild 
on pretty shoes. He had extended 
credit to every person in town who 
presented a bright smile in the store. 
He was behind in his payments and 
was being pressed by manufac- 
turers. Some of them had threatened. 
Jimmie had been to the bank and 
asked for a big loan to tide him 
over. 

“The bankers were old friends of 
mine and they talked pretty straight 
to me. What in the So and So did 
I think I was doing, leaving the busi- 
ness to a hair brained kid and allow- 
ing him to put everything on the 
fritz? What kind of a business man 


was I to permit a young fellow to 
run wild in his purchases and in- 
volve the store in such a manner? 
Believe me, I got an ear full from 
those bankers. I listened and agreed 
that I had been nine kinds of a 






chump. There was nothing for me 
to do but to come back to the store 
and let those hens scratch for them- 
selves out on that farm. 

“T walked in and took charge. It 
was a hard job. Jimmie was over- 
whelmed with remorse and in our 
little office back of the store he ac- 
tually wept as he showed me the ac- 
counts collectable on the bills pay- 
able. It was a fine mess. How any 
one could get so tangled up in such 
a short time was a bit more than I 
could imagine. Here this boy had 
messed things up in less than a year 
until it seemed that we were busted 
and hopeless. But weeping never 
got a man anywhere. I took hold 
with a firm hand. After a few days 
the poor kid came to me and said 
that he could not stand the disgrace, 
as he called it, and wanted to get 
out of the business entirely. Now, 
that was only adding to my troubles. 
He had messed everything up and 
now he wanted to walk out on me. 

“I thought it over a long time, and 
seeing that he was very unhappy and 
would never be any good to me 
again, I consented to let him go. He 
got a job selling shoes on the road. 
He had a lot of friends, you know, 
among the travelers. Right there 
and then it dawned on me that 
Jimmie was a good seller but a 
darned poor buyer. 


6¢ AFTER many sleepless nights 

Avana days of hard work I got an 
inventory and found where I was at. 
The boy had bought every shoe, it 
seemed, that had been offered to 
him in the past year. He simply 
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could not say ‘no’ to any of those 
good friends of his. I had more 
than fifty separate and distinct lines 
on the shelves. And the sizes were 
a sight to see. We had everything 
and nothing. We could not fit feet. 
We had style and pretty things, but 
we could not do any business with 
them. 

“IT put a plaster on the farm and 
raised enough money to pay the 
most pressing bills. I got extensions 
from the houses that knew me well. 
I said to myself that I was going to 
put that business back on its feet 
if it killed me. It was a matter of 
pride with me. 

“A big clearance sale moved a lot 
of the junk and I sold the remainder 
of it to a job lot buyer in order to 
get it out of town and out of my 
sight. Slowly I began to size in 
and fill out the missing blanks. I 
closed down on a lot of expense that 
Jimmie had incurred. He had 
formed some very bad habits of buy- 
ing advertising just as he had been 
foolish about shoes. He had in- 





dulged every whim that he saw. But 
I eliminated everything but the need- 
ful. I shut down on credits. I 
placed the bills in the hands of the 
hardest boiled collector you ever saw. 
I made a lot of bad friends by that 
because most of Jimmie’s pet friends 
had no intention of paying for the 
shoes he had sold them on time. 

“T have always figured that a bad 
bill indicated a bad customer. I 
went after those bad bills with a 
vengeance. The constable seized one 
fellows golf clubs and fancy golf 
togs at the country club. That was 
to collect a shoe bill of fourteen dol- 
lars. This golf playing individual 
had smiled and kidded Jimmie but 
he could not get away with it where 
I was concerned. 

“After a few months I began to 
get in some money and sales picked 
up. I took charge of one of the 
youngsters that Jimmie had em- 
ployed and made a salesman of him. 
The other one I took right into my 
heart as assistant buyer. I am train- 
ing those kids in the way I should 
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have trained my son-in-law. The 
store is coming back, slow but sure. 
We are going along at a rate that 
will make us once more the leaders. 
But it has taken a lot out of me. I 
am a lot older, a lot wiser, and a lot 
sadder. It has meant the shorten- 
ing of my life and the disappoint- 
ment of my hopes. Some of these 
days I hope to sell the business out- 
right and get back to the rest and 
quiet of my chicken farm. But it 
may be a long time. 

“What became of Jimmie? Oh, 
he calls on me with his line. He is 
a great salesman. He is a great 
favorite. Everyone loves him. He 
tries to oversell me every time he 
comes to town with his samples. And, 
funniest of all, he has not learned 
a thing by his experience. He 
seems to feel that every merchant 
in his territory is holding out on 
him because they will not buy every- 
thing he offers them.” 

And there you have it. Is there 
a moral in the tale? I think so. 








New Way of Recording Charge Sales 


The usual method of recording 
charge business in most shoe stores 
is to write the transaction in the 
regular sales book. An entirely dif- 
ferent way is in use by Hammer- 
smith Bros., Houston, Tex., that has 
stood the test of nine years’ trial 
and has proven most satisfactory. 
A special book has been devised 
that is in triplicate form and used 
only for charge business. This 
book is about 19 in. long and 10 
in. wide, having two sheets of reg- 
ular paper, one pink, the other yel- 
low, and a heavy tissue sheet be- 
tween. The colored pages are per- 
forated so that slips similar to the 
one shown may be easily detached. 
There are six of these slips to a 
page. When a charge sale is made 
two carbon papers are put between 
the three sheets, so that three 
copies are made at once. The pink 
slip goes to the customer, the yel- 


ogupowmiltiy 


low one to the bookkeeper, with the 
white tissue being kept for the per- 
manent files. Sometimes it is nec- 
essary to look back several months 
to verify a transaction, then the tis- 
sue sheets come into play, for they 
give the entire story of the sale. 


Massachusetts Merchants to 
Meet May 12 


An unusually practical program, 
one of the most ambitious ever at- 
tempted by the association, has 
been arranged for the annual 
meeting and dinner of the Massa- 
chusetts Retail Shoe Merchants’ 
Association, to be held in the Hotel 
Vendome, Boston, on the evening 
of May 12. Chief among the fea- 
tures will be displays of leather by 
leading tanners and displays of 
shoes from the lines of leading man- 
ufacturers, all designed to show 
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clearly the style trend for fall of 
this year. Shoes shown will be 
both men’s and women’s. 

In addition to this feature there 
will be an exhibit of “summer- 
weight” styles for men chosen from 
the in-stock lines of local manufac- 
turers—merchandise on which the 
merchant may have postponed or- 
dering and which, at this meeting, 
he will have the opportunity of go- 
ing over carefully and deciding 
what he needs for at-once deliv- 
Nor is hosiery to be neglected. 
The newest shades for now and 
later will be exhibited by a nation- 
ally known manufacturer and there 
will be an authoritative style talk 
on this class of merchandise. 

The committee in charge of the 
meeting urges a full attendance and 
asks that merchants bring with 
them to the meeting as many of 
their sales force as can attend. Offi- 
cers for the new year will be elected 
also at this meeting. 


SIZE 






Days Will Not Be Accepted for Credit. 
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In White J 

To F. B. &C. WHITE 

GLAZED KID is largely due 

the confidence with which 

white kid shoes are sold in 

yearly increasing terms. 

To specify F.B.&C. WHITE 

GLAZED KID is to make 

annual customers. = 


In Colors 


F. B. & C. colors always assure the full- 
est perfection{of quality and color correct- 
ness. 

In conformity with the recommendations of 


the JOINT STYLES COMMITTEE we 


announce the following colors for fall: 


Color 254 ROSE BEIGE Color 231 PLAZA GREY 

Color 158 SAUTERNE Color 228 MAUVETTE 

Color 219 STROLLER TAN Color 178 MARSALA 
Color 218 HAMSTEAD BROWN 


AMALGAMATED LEATHER COMPANIES, INC. 


319 Arch Street, Philadelphia, Pa. Factories, Wilmington, Del. 


FEBAC. Kid | 


When writing to advertisers please mention Boot anp SHor Recorver 
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’s *5.00 Retailers $3.40 








Jersey City, N. J. 








a6 ENDWELL?” LINE All solid leather. Genuine 


full-grain Calfskin uppers. 


First quality plump full-grain outsoles 


Another remarkable new number in the 
popular “ENDWELL.” line of Endicott- 
Johnson men’s retailers! 


No. 678—Canary calfskin Blucher Ox- 
ford; Armstrong box; Balloon last; leather 
flanged heel ; triangular brass eyelets; fancy 
perforations. Sizes 5 to 11. Widths C and 
D, $3.40. 


- A nobby shoe that appeals especially to 
young men. And value that compares with 


any $6.00 retailer on the market! You can 
sell this shoe for $5.00 and still get your 
full profit. 

Let us send you sample cases or pairs 

on order. We've other splendid patterns 
and lasts in this line too. Up to the 
minute. 
Newest shades. Full-grain, first quality 
calfskin ; and carried in stock for quick de- 
liveries (most $5.00 retailers carried in stock 
are in kip leathers only). 


ENDICOTT - JOHNSON 


Makers of popular-price dress shoes for men 


ENDICOTT, N. Y. 


St. Louis, Mo. 


Complete stocks carried in warehouses in the above cities to make quick deliveries. 





When writing to advertisers please mention Boot anp SHor REcoRDER 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 













How Shoe Traveler Miles 
Met Marathon Winner 
Miles 

E. A. Miles, who with R. B. Mc- 
Carthy covers New England for the 
Brown Shoe Co., has always be- 
lieved that it was lucky to work just 
as hard on Saturday mornings cov- 
ering his trade as on any other 
morning of the week, exclusive, of 
course, of Sunday. Now he is more 
firmly convinced than ever that this 
is true. On Saturday morning, 
April 24, Mr. Miles was calling at 
the John Burns Shoe Store of Som- 
erville, Mass., when the Marathon 
winner of the world, “Jack” Miles 
of Cape Breton, suddenly hove in 
sight. “Jack” Miles is the 20-year- 
old Canadian boy who on April 
19 last outdistanced the Olympic 
champion runner Stenroos and 
other professionals in the 26-mile 
footrace from Ashland to Boston. 
By the way, “Jack” Miles’ time was 
2:25:40 2-5—four minutes ahead of 
that of Stenroos’ world’s best 
record. 


E. A. Miles Does a Marathon 


“Jack” was accompanied by his 
mother and “dad” and were making 
a triumphal tour of nearby Boston 
cities, under the personally con- 
ducted trip of the Boston Post. 
The party had just lined up in Som- 
erville Square amid the loud cheer- 
ing of a dense throng of men, 
women and children. “Out there 
is a namesake of yours,” said one 
of the John Burns’ Shoe Store sales- 
men to E. A. Miles. Surprised, 
Shoe Traveler Miles immediately 
“did a Marathon” to the door and 
espied the “World Winner Mara- 
thon Champ” standing high in an 
Overland car, addressing the ad- 
miring crowd. 


Shoe Traveler Miles “On the Job” 


“Instantly,” said E. A. Miles, “the 
thought came to me, ‘I want that 
wonderful, rosy-cheeked boy, the 
idol of the sports world, to know 
about Brown-Bilt sport shoes,’ I 
rushed out of the store and ex- 
plained to the Boston Post man 
that my name was Miles and that I 
wanted to present my ‘namesake’ 








with a pair of ‘Brown-Bilt’ sport 
shoes.” 


“Jack” Miles Wears Size 8D 


The Post man acquiesced and 
he and two policemen escorted me 
through the crowd to Marathon 
Winner Miles. I invited him to 
come over to John Burns’ Shoe 
Store and here, as it was the noon 
hour and all salesmen in the store 
were busy, I fitted “Jack” Miles to 
a pair of Style E300 8D, tan leather, 
crepe rubber soles “Brown-Bilt” 
sport shoes. The time consumed in 
fitting him was about five minutes. 
The first pair I tried on fitted him. 





E. A. Miles, who covers sections 
of New England for the Brown 
Shoe Co., St. Louis 


The Marathon “champ” made a 
careful notation of the style num- 
ber, as he said that he wanted to 
tell all of his friends about these 
shoes. 

At Chelsea, Mass., Mayor Law- 
rence Quigley, who conducts a 
clothing store there, was waiting 
for him, and “did the honors” on 
apparel, fitting him out from top, 
down as far as his shoes, but here 
Shoe Salesman E. A. Miles had got 
ahead of him. Shoe Traveler Miles 
states that Mayor Quigley’s store 
carries the Brown Shoe Co.’s line 
also, so that if he had not shod the 
Marathon champ in “Brown-Bilt” 





Sport Shoes, it is likely that Mayor 
Quigley would have “gone all the 
way,” right down to the champ’s 
toes. 

Retail Business Better 


E. A. Miles has represented the 
Brown Shoe Co. in New England 
for eight years. He is a good worker 
and is on the alert all the while to 
help his trade. He states that the 
retail shoe business is getting bet- 
ter all the while; that merchants 
are doing better advertising; are 
making more effective trims, and 
that sport oxfords are popular 
numbers. 


Effective Dealer Helps 


Mr. Miles states that the bill- 
board advertising service of the 
Brown Shoe Co. is of great help to 
his customers. He also states that 
the new broadcasting service of the 
Brown Shoe Co. to awake greater 
shoe consciousness now conducted 
through KMX, St. Louis, is about to 
be extended to other big stations in 
the country. 





N. S. T. A. Insurance Going 
Over Big 


The N. S. T. A. Group Insurance 
plan has been accepted by practi- 
cally every one of the 24 locals and 
the first group of policies are about 
to be issued. A telegram from the 
Colorado Shoe Travelers’ Associa- 
tion has recently been received at 
the National office asking if the 
members thereof may be included 
in the first group. Many new mem- 
bers have been added to the differ- 
ent locals as a result of this insur- 
ance feature. Some travelers who 
for two years have allowed their 
memberships in the National to 
lapse have now returned to the fold 
and all current dues are being 
promptly paid. Secretary Delany 
states that the National was never 
stronger than at the present time. 





Shea with A. M. Creighton 


E. S. Shea recently made ar- 
rangements to represent A. M. 
Creighton in Massachusetts, Rhode 
Island and Connecticut. 
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Today—On Our Floor 


Tomorrow—In Your Store 





1343—Patent leather one strap =e mn PEN ) 1863—White Calf center tie silk 
kid lined silk French corded 13/8 - j y/ tassel lace with berries attached 
covered military heel, A, B, C % Wi Z kid lined silk French corded 13/8 

covered military heel, A, B, C, 


widths, price $3.85. ee : / 
‘ 5 Y widths, price $4.00. 


1342—-Same as above, 18/8 spike 4 
heel, AA, A, B, C widths, price yh) 1862—-Same style, 19/8 spike 
$4. y ae, “* A, B, C widths, price 


e 


1344—Same style Levour's white 
cab 18/8 spike heel, AA, A, B, C 
widths, price $4.25. 


G1721—Patent leather one strap 
with ring attachment on strap, 
kid lined, silk French corded 19/8 
spike heel, AA, A, B, C widths, 
price $4.00. 

G1722—Same as above, 13/8 cov- 
ered military heel, A, B, C widths, 
price $3.85. 

G1723—Same _ style, archment 
kid, 13/8 military heel, AA, A, 
B, C widths, price $4.25. 
G1724—-Same style, parchment 
kid, 19/8 spike heel, AA, A, B, C 
widths, price $4.50. 


4611—Patent leather one strap Black lizard calf trim 
Kid I'ned. silk French corde A, B, C widths, 13/8 
“covered military heel, price $3.85. 


4028—Parchment kid one strap, 13/8 covered 4610—Same as above, 18/8 spike heel, A, B, C widths, 
military heel, A, B, C widths, price $3.85. price $4.00. 


4027—Same as above, 18/8 spike heel, A, B, C 4612—Same style with Red Kid trim, 18/8 spike heel, 
widths, price $4.00. A, B, C widths, price $4.25. 


NOVELTY SHOE COMPANY 
32 So. Wells St., Chicago, Ill. 








When writing to advertisers please mentie Boot anp SHoe Recorper 
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Hector E. Lynch, Sr., president 
of Howard & Foster Co., Brock- 
ton 


Hector Lynch, Sr., on Trip 


Hector E. Lynch, Sr., president of 
Howard & Foster Co., Brockton, 
Mass., is now on a month’s trip to 
the West and South for his house. 
Mr. Lynch reports that orders are 
being received in good volume at 
the factory and that he is very opti- 
mistic regarding conditions for the 
coming season on the old-estab- 
lished and well-known H. & F. line. 

Everybody knows “Pop” Lynch, 
one of the most genial and popular 
traveling men in the United States. 
He likes to visit his many friends 
in the retail shoe trade so well that 
he would consider it a big sacrifice 
to stay off the road. He is a welcome 
guest wherever he goes throughout 
“shoedom.” 

His son, Hector E. Lynch, Jr., a 
“true chip of the old block,” has 
just returned to Brockton after a 
trip through Virginia, and as a re- 
sult more Howard & Foster shoes 
will be shipped to “The Old Do- 
minion State” than ever before. 


“Up to” the Merchant to 
Sell More Men’s Shoes 


“If the ordinary merchant would 
go out after business in the manner 
of the mail order and chain stores, 
the men’s shoe business of the coun- 
try would be greatly increased,” re- 
cently said Julius Gerstley, who 
covers Chicago and nearby territory 
for the Edmonds Shoe Co. of Mil- 
waukee. Mr. Gerstley formerly rep- 
resented for about four years the 
Harsh & Chapline Shoe Co. in the 
same territory; he also represented 
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The Ideal Shoe Mfg. Co. of Milwau- 
kee for over two years. 

Mr. Gerstley reports that “Mer- 
chants are buying from hand to 
mouth and that it is necessary to call 
on them very often. Retail stocks 
are not large and if an extraordinary 
demand were made for same, the 
merchant would be in a bad way.” 

Mr. Gerstley further stated that 
he is trying to educate his customers 
to use the Edmonds’ window display, 
showing the construction of the Ed- 
monds’ product, for the purpose of 
interesting the public on the “inside 
works” in the same manner as do 
motor car companies, who interest 
the prospective -buyer in the motor, 
itself. 


Halpern with Diamond 
Shoe Co. 


Robert A. Halpern has recently 
returned to his “old love” and to his 
old territory. For some time until 


A. Halpern, 
Philadel- 
phia and vicinity for 
the Diamond Shoe Co. 
His headquarters are 


Robert 
who covers 


402 Central Trust 
Building, Philadelphia 


65 


the World War, Mr. Halpern had 
covered Philadelphia and vicinity 
for the Diamond Shoe Co. After the 
big conflict was over he became as- 
sociated with another well-known 
house, but he still kept the same 
territory. He is now “back on the 
job” once more for the Diamond 
Shoe Co., with office at 402 Central 
Trust Building, Philadelphia. 

Halpern is a real “live wire.” He 
has a dynamic personality and a 
host of friends. He finds just as 
much pleasure in saying “hello” to 
a person as in selling him a bill of 
goods. He knows the retail shoe 
merchants’ wants and is able to give 
them the benefit of some first-hand 
knowledge, since he knows them so 
well and knows the territory so 
thoroughly. 


Stout with U. S. Rubber 


“Cy” Stout represents the Indian- 
apolis branch of the United States 
Rubber Company. He sells rubber 
footwear, “Snuglers,” “Keds” and 
rubber sundries. “Cy” covers the 
territory East and Northeast of In- 
dianapolis, including such towns as 
Richmond, Anderson, New Castle 
and Muncie. He was formerly with 
R. H. Lane & Co., Toledo, the 
Hamilton-Brown Shoe Co., and the 
Peters Branch of the International 
Shoe Co. 

B. K. Moffitt of the sales depart- 
ment of the Indianapolis branch 
writes, “Shoe dealers in The Hoosier 
State who do not know ‘Cy’ Stout 
are both few and very new. Those 
who don’t know him, may be inter- 
ested in learning that he signs his 
name J. Stout, instead of ‘Cy’.” 


“Cy” Stout, who travels out from 
the Indianapolis branch of the 
United States Rubber Co. 
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“Daylight and Dark” Shoes 
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from this own eyes and then go after 
the mote in the other fellow’s lamps. 

If shoe men will follow the ex- 
ample of the better tailors who wear 
the best clothes, carefully groomed, 
styles for the occasion, and set the 
pace for other men, we will see an 
improvement. The tailors are most- 
ly fashion plates. They wear the best 
clothes that can be made. Did you 
ever see a real tailor wearing a 
shabby, misfitted suit? 

Next time you find a lot of shoe 
men together in one place, take a 
good, long look at their shoes. You 
will blush for them. “Dress your feet 
as you would your neck” is a real 
war cry. Let’s take up with it and 
carry on a real warfare against 
slovenliness in men’s shoes. And 
let’s start the ball rolling right at 
home in our own stores. 

The hygiene of feet is an im- 











Haverhill to Have Section 
at Boston 


Sixteen shoe and allied manufac- 
turers of the Haverhill industry 
have signed up as members of the 
great “Haverhill Section” at the 
coming New England Shoe and 
Leather Exposition and Style Show 
in Boston in July. This number, it 
is expected, will be nearly doubled 
as the campaign gains headway. 
The shoe men are inaugurating an 
intensive drive to give the city a 
prominent place at the Boston show 
and are being ably supported by the 
members of the allied industries. 
The first of a series of organization 
meetings was held this week on the 
call of President Edward M. Rick- 
ard of the Haverhill Shoe Manu- 
facturers’ Association. Tentative 
plans were made, and at the next 
meeting a general chairman will be 
elected and the various sub-com- 
mittees delegated to their respec- 
tive tasks. 


Clapp Shoes Tested by 
X-Ray Machine 


The members of the ‘shoe travel- 
ing force of Edwin Clapp & Son, 
Inc., East Weymouth, Mass., are 
passing on to their merchant friends 
information as to the care which is 
taken at the Clapp factory in trying 
out new lasts and patterns before 
adoption. 


portant consideration of the shoe 
merchant in his advice to. the men 
customer. The average man changes 
his collar each day and his shirt at 
least every two days. He is apt to 
put on a fresh, clean pair of hose 
each morning. A handkerchief for 
the forenoon and one for the after- 
noon are part of his daily equip- 
ment. His suit goes to the cleaners 
regularly. His laundry bill may be 
large, but he pays it cheerfully be- 
cause he believes in cleanliness of 
person and sanitation. Soap has be- 
come the greatest civilizer. But that 
same man will wear a pair of shoes 
day after day, week after week, un- 
til they are worn out and gone. The 
linings may be soiled and the insoles 
in a state of utter disintegration, 
but still he wears them without 
thought of change. 





One of the final tests is carried 
on by means of an X-ray machine. 
The model places the foot over a 
certain section in the machine, and 
when the electricity is turned on the 
exact position of the foot in the shoe 
is clearly revealed. This is a novel 
use of that wonderful machine. 
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Where Friendship Does the 
Selling 
















Mr. and Mrs. Peterson, who jointly 
conduct the Peterson Shoe Store at 
Santa Ana, Cal. 


You feel at home the moment you 
enter the Peterson Shoe Store at 
Santa Ana, Cal. One of this pair, 
“Pete” or “Mrs. Pete,” will greet 
you with a smile and welcome you to 
the city. It is a rare combination 
and a happy team, this man and wife 
who conduct one of the best shoe 
stores of the Golden State. The RE- 
CORDER has recently made mention 
of the hosiery department of Peter- 
son’s. This department is Mrs. 
Peterson’s pet hobby, and she is do- 
ing a good job. She also assists in 
the buying of women’s shoes. “Pete,” 
as he is affectionately known to 
shoe men, exercises general supervi- 
sion and may be found near the 
front door all day long. 





Is There an Increasing Demand for Large 


Size Growing 


Girls’ Shoes? 


Here’s a letter received by the “Boot and Shoe Recorder” from a 


well-rated merchant subscriber: 
“Dear Sirs: 


“Our experience this afternoon prompts us to write to you. 
“Within a period of two hours we had five girls under fifteen 
years of age that, if they were properly fitted, would require sizes 


from 814 to 912 AA and A width. 


Where are we going to get grow- 


ing girls’ shoes or oxfords and pumps up to 91% in these narrow 


widths? 


Four of these girls desired footwear at popular prices, 


$6 or $7. Of the two requiring 912 AA, one allows us to have a 
last made for her. This will bring the cost of a $7 pump up to $11, 
$2 for the lasts, $2 for the specials. 

“Now today’s experience was unusual only in that there were 


five in such a short time. 


It is not unusual for us to have more 


than that number every week during the busy seasons, Surely 
some of the manufacturers of growing girls’ footwear should take 
advantage of this demand which must exist where retailers are 


really fitting feet. 


“We carry ladies’ sizes up to 10 AA in some oxfords and straps, 
and we find that when we do get a customer with a larger than size 
8 foot and we fit them with the proper size, we have them for a 
patron forever and ever, Amen. We want to cinch the growing 


girls’ patronage in the same way. 


What can you do to assist? 


Very truly yours, 
Charlie Voglewede, Decatur, Ind. 
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THE QUALITY SHOE MARKET OF AMERICA 


THE CAHILL SHOE COMPANY THE JULIAN & KOKENGE COMPANY 


THE STANLEY DUTTENHOFER SHOE THE ROTH SHOE MANUFACTURING CO. 
COMPANY 


THE VAL DUTTENHOFER SONS COMPANY THE KRIPPENDORF-DITTMANN COMPANY 


THE HOLTERS COMPANY THE VOLLMAN-LAWRENCE COMPANY 


THE CHARLES MEIS SHOE COMPANY THE SCHEIFFELE SHOE COMPANY 
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The “Call Trade’’ Editorial Takes a Curtain Call 


Last month we wrote an editorial about concentration in buying. 
We pointed out that in your own store you have “call trade” 
customers, regular patrons who always get the best of service. 
And we also suggested that by concentrating your purchases 
among a few manufacturers, you could become a “call trade” 
customer with them, and get the benefits that come from occupy- 
ing a favored position. This editorial apparently aroused some 
differences of opinion. We have received many comments— 
most of them endorsing our position, some maintaining that 
there is an advantage in scattering purchases. So we’re going 
to give the “call trade” editorial a curtain call, because we'd like 
to convince every retailer of the advantages of concentrated 


buying. 


















A favored position; more turnover; less leftover 


Three of the principal advantages of concentrated buying were 
discussed in our April article; let’s restate them briefly for those 
who have just arrived. By purchasing all your shoes from a few 
manufacturers, naturally you make big purchases from each. 
Therefore, you get better service, as it’s only human for the 
manufacturer to do more for a consistent $5,000 customer than 
a now-and-then $500 customer. Concentration gives you a 
favored position. In the second place, concentration increases 
turnover. You can’t buy everybody’s shoes without getting stuck 
with somebody’s. Buying from a few good manufacturers whose 
shoes are “movable” year in and year out is the best method for 
keeping your stocks always in circulation. So concentration is a 
big help in cutting down the number of shoes you have to get rid 
of at clearance prices. 



















One manufacturer in each grade 


Though nobody seemed to question the statements made above, 
objections did come from two sources. First, from the reader 
who assumed that we were advising him to buy all his shoes from 
one manufacturer. The feeling seemed to be that this manufac- 
turer would then become the villain of the drama, announce to 
the retailer that, “I have you in my power-r-r” and play him 
some low trick or other. We don’t see why any manufacturer 
should want to “do wrong by” any retailer who thus made him- 
self an A-1, gilt-edged account. But in any case, we are not sug- 
gesting that the retailer should give any manufacturer his entire 
business. We do think, though, that the retailer who carries 
(say) six different grades of shoes would do well to pick one 
manufacturer in each grade and stick to him. If the manufac- 
- turer doesn’t continue to maintain satisfactory relations, this is 

i! a free country and you can always switch. Our idea of concen- 
| tration, then, is the “one manufacturer to each grade” system 


of buying. 












Ao imawnw wecetticdarng, 
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*“Good enough for my ancestors, good enough for me”’ 


The other objection came from those who have been doing piece- 
meal buying for a long time and don’t like to change around. 
As to that, remember that the stage coach was the crowning 
achievement in transportation until the railroad arrived. Doing 
what you’ve been doing is all right until somebody finds out how 
to do it better. And concentrated buying is the up-to-date, pro- 
gressive purchasing method. It is being constantly adopted to 
a greater and greater extent by the largest and most representa- 
tive shoe retailers in the country. Conditions in the retail shoe 
business have gone through many radical changes in the past 15 
years, and the merchant has had to change his policies to meet 


them. 


The whale has the right of way over the minnow 


So be a big account with a few manufacturers rather than a 
small account with many. Of course, we feel that you can’t do 
better than to make those “few manufacturers” Cincinnati manu- 
facturers. Cincinnati lines include all grades—McKays, welt 
and turns—made to retail at from $4.00 to $15.00. And Cincin- 
nati shoes have a well-earned national reputation for being good 
shoes. But we’re not trying to sell you here on Cincinnati shoes 
—we are trying to-sell you on concentrated buying, from no 
matter where. It all comes down to this: the whale has the right 
of way over the minnow. Why not buy from a few shoe manu- 
facturers and be a whale to every one? 


Another “‘Call Trade’”’ idea 


Speaking of “call-trade,” as we were, one of the largest retail 
shoe stores in the country has been very successful in building 
up “call trade” through a card system. Every new customer 
finds in the shoes sent out to her a card which reads: 


“I hope that I have given you satisfactory 
service, and that you will call for me the next 
time you visit our store.” 

(Name of salesperson) 


On the back of the card is a sort of store directory, listing the 
various makes of shoes and hosiery carried. 


These cards supply a valuable personal touch between patron 
and salesperson, and do much to make a friend with every sale. 
They are also popular with the salespeople, as they are tangible 
evidence that the store is really interested in helping each sales- 
person to build up a sort of clientele. Cards of this kind have 
been used in many other stores besides the concern referred to 
above, and have been uniformly successful. We are certain that 
you, too, will find them a real investment in good will. 
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New Reasons Why 


The Charles Meis Shoe Company 
Should Receive An Order From You! 


ae Right “ 


ad Center 
“Cherries” this pattern is ap- 





Left Nu 


A CMSC-Made One Strap 
along graceful new lines, very 
attractwe in its charming simplic- 
ity. In stock in two shades of 
Kidskin, two heels each; four 
numbers as follows: 


No. 8798—French Blonde Kid, with 
16/8 full-breasted Span-Spike heel. 
AA to C. $4.25 


No. 8796—Same in 14/8 Cuban cov- 
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propriately called, for it ts 
trimmed with a cheerful applique 
of cherries and leaves in two 
tones—blonde and _ parchment. 
Neat fitting CMSC-Made Qual- 


ity. 
No. 8836—Patent Pump with 16/8 


full-breasted Span-Spike heel. AA 
to C. $3.85 
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And here’s a smart One Strap 
pattern in Parchment and Patent 
with Lizard trimming as illus- 
trated. Exceptionally — salable 
shoes and right In stock for im- 
mediate shipment. 





No. 4586—Parchment Goatskin with 
16/8 full-breasted Span-Spike heel. 
A to C. $3.50 


No. 4585—Same in 14/8 Cuban cov- 














No. 8736—Same in 14/8 Cuban cov- 
ered heel. A to C. $4.25 ered heel. A to C. $3.85 ered heel. B to C. $3.50 
No. 8788—White Kidskin with 16/8 No. 8726—Parchment Kid Pump, No. 4576—Patent Chrome with S 
full-breasted Span-Spike heel. AA — ete ete even 16/8 full-breasted Span-Spike heel. 
to C. $4.00 | leaves.) AA to C. " "$4.25 | Ato. $3.35 S 
No. 8786—Same in 14/8 Cuban cov- No. 8728—Same in 14/8 Cuban cov- No. 4575—Same in 14/8 Cuban cov- and 
ered heel. A to C. Wa ered heel. A to C. $4.25 ered heel. B to C. $3.35 turr 
The CHARLES MEIS SHOE COMPANY 
CINCINNATI . 
\CTORY AT 
5 8 LEBANON, OHIO 
Desi 
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A TRADE BUILDER 
5589 


Styleful footwear is important to the smart buyer. 
THE NINA 


Patent Leather, Trimming 
of natural Lizard. 


Smartness, achieved by this new Tie, as illustrated, 
and moderately priced, enables you to obtain a quick 


turnover and sell with a profit. 

Also a_ sparkling design 
when made in White Kid with 
Sky Blue Lizard Trimmings. 


THE CAHILL SHOE CO. 


CINCINNATI 


7 Designers 
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Styles 
: KD, beautiful styles 
always made according to the high- 
i est standards of quality shoemak- 
i ing carry a most satisfactory selling 
record with hundreds of merchants 


The Lysle Wi . 
Seed Cllake Kid who are building a sound and sub 
stantial business. 


Re 
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The Krippendorf - Dittmann Co. 
Cincinnati, Ohio 


Style Quality Service 





The Izora é 
Cream Kid, trimmed with The Titan Strap 
Lizard All-over Ivory Lizard 
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Madame Bo’Coeur Shoes 


for Women and Misses 


of Full Figure 





No. 3068—Patent Irma. 
seem ie —- BUILD FOR THE FUTURE! 
In Stock 3% to 9; D, EE, EEE. . 


No. 3877—Black Satin Irma. 
In Stock 3% to 9; EE and EEE. 


The tempered steel arch (capable of withstand- 
ing a pressure of 500 pounds) the long leather 
counters, combination last measurements and 
other comfort features, though cunningly con- 


cealed, all retain their effectiveness. 





PRICE $5.25 


Any order less than 3 pair 
No. 3072—Patent Melba. 


In Stock 3% to 9; D, EE, EEE. 25c. pair additional 


No. 3385—Black Kid Melba. 
In Stock 3% to 9; EE and EEE. 











Are you content with the trade of Today or are 
you building a trade for Tomorrow? Madame 
Bo’Coeur Shoes build you business that no one 
can take away. Write us and let us explain in 
detail. 


No. 3071—Patent Iola. 


No. 3384—Black Kid Iola. 
In Stock 3% to 9; D, EE, EEE. 


Trade Mark 


“TO KNOW MADAME BO’COEUR IS TO LOVE HER” 


“Correct, That’s All’ 
THE VOLLMAN LAWRENCE CO. 


CINCINNATI 
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prevents the average woman from buying 
them. The arch-support has always been 
regarded as a “class” feature—as something for 
which a comparatively high price could be asked. 


But Protex Arch has changed all that. For this 
shoe, with its scientific, foot-aiding arch-support, 
sells for the same price as an ordinary shoe. It is 
made in a price range of from $4.40 to $4.75—al- 
lowing you to sell it as a low-priced shoe, yet 
profit from a good mark-up. 


Then, too, Protex Arch is backed with an honest-to-goodness 
In-Stock department, equipped to make same-day shipments on 
The Edith, No. 58—All patent leather three- a variety of attractive models. Here is another feature usually 
13/8" Galer leak caer tr Oh. ‘x, found only in much costlier makes of footwear—another rea- 
black kid, it is No. 59. Price $4.60. son why Protex Arch should be on your shelves. As for style, 
Protex Arch Shoes have the timeliness and correctness typical 
of Holters’ products. No wonder that, within a 90-day period, 
50 merchants in Chicago alone sent in reorders for Protex 


Arch. 

Write us today for full information about the shoe that en- 
ables you to give women what they want at a price that suits 
their purse. 


M OST arch-support shoes sell at a price which 


The Protex Arch Shoe 


The Laura, No. 61—All patent leather two- 
strap and cut-out, COMBINATION PRO- 
TEX ARCH, 13/8 leather heel, rubber top 
lift. In all black kid, it is No. 60. Price 
4.60. 


Terms—Net 30 days THE HOLTERS COMPANY 


Branch of The United States Shoe Company 
Sixth and Sycamore Sts., Cincinnati, Ohio 


Minneapolis Office: 723 Boston Block 
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Kind regards from the eye 
Kindest regards from the foot 









over the curve of the 
arch and gives rigid 
support at the one 
point where rigidity is 
essential. “Flexible 






human nature to 
ask women to buy 
shoes which do not ap- 
peal to the eye. And 






[= just contrary to 
































The Flexridge Shoe is where you want it; 
far from making such rigid where you need 
a foolish demand. Indeed, any woman’s it’”—-no wonder that women who buy 
eye will light up with pleasure at the this shoe come back again and again, 
sight of its trim lines, its sheer beauty. | for more. 






;, ‘ Have us tell you of the records made 
Then, having won the kind regard of with The Flexridge Shoe in Kansas 


the eye, this shoe proceeds to win the City, Los Angeles, Detroit, New 
kindest regards from the foot. For it Orleans—and other leading cities. It 














is built to live in as well as to look at. will be an eye-opener of what can be 
Flexible?—ask your patron to stand done with the right shoe, backed by the 
tip-toe and see how obediently the shoe right merchandising plan. Exclusive 
bends with the foot. Yet “Flexridge” representation, so write us before your 
has also an invisible shank that watches territory is taken. 






THE DUTTENHOFER BRANCH 


of The United States Shoe Company 
Sixth and Sycamore Sts., Cincinnati, Ohio 


LEXR| 
THE SHOE -C OGE 












Heels that have no holes! 











Heels are an eternal sorrow to women, for usually 
the shoe-heel slips up and down against the hosiery 
heel and rapidly wears out the fabric. But The 
Flexridge Shoe has a specially-shaped, narrow-topped 
heel which, without binding, fits snugly, perfectly. 
No slipping —no rubbing—more happiness for the foot 
and longer life for the hose! Another exclusive 
“Flexridge” feature. 
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HEN a man is willing to back his judgment 
with his money, you know that he has real con- 


fidence in his proposition. 


And that is what we have done in making up our In- 
Stock department models of the Sally Walker shoe. 
As you know, these In-Stock shoes have to be made in 
large quantities so that they will always be on hand 
when wanted. Our only chance of getting back the 
money we put into them is to make shoes so good that 
merchants will be constantly reordering them. 











So when we say that these shoes will sell—that they 
will sell rapidly—and that every sale will lead to re- 
sales, remember that our statements are supported by 
thousands of dollars invested in In-Stock shoes at the 
beginning of every season. Styles that daughter will 
like, plus prices that mother will willingly pay—that’s 
the combination on which our In-Stock department is 
built. Our money is on them—yours is safe with them. 
Send for our catalog. 


The Scheiffele Shoe Company 


Branch of The United States Shoe Company 
Sixth and Sycamore Sts., Cincinnati, Ohio 


P. S. Of course, shoes in our In-Stock department 
are ready for shipment the day your order arrives. 
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THE ONE SAFE STYLE FOR FALL 


Ties—-Our new Ties are establishing a nation-wide reputation, 
and cannot be approached in value by any competitive line. 


Buy them now--for July shipment, with August 15th dating. 


You will sell them quickly. Ties will be the prevailing 
Fall Style. You can reorder later for September delivery. 


You get quick turnover, which means big profits for you. 


The famous BAND-GRIP (adjustable girdle support for 
both arch and sides of the foot) can be incorporated into 
any pair. 


Roth salesmen are now in their territories and show new 


Ties in the Fall Line. 


Just say by wire or on a postal “Send a salesman.” 


GROTH SHOE”4a@ 


7 CINCINNATI # 
Manufaéturers of Ties--Supreme 
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Under the reading lamp— 


in the privacy of the home circle—there new ideas 
gain attention—new desires are born. 


~A 


Under these favorable conditions—during these 
leisure hours—THE AMERICAN WOMAN reads 
her favorite magazines; she reflects—forms conclu- 
sions—becomes SOLD on various lines of merchan- 
dise. 


And once SOLD she passes out of the “shopper 


class’”—becomes a regular customer of the merchant 

who sells the merchandise that has won her confi- 

dence and desire. Me 
= 


If you prefer such customers to mere “shoppers” 
—read the next page— 
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The Mode 


A popular Foot Saver pattern fea- 
tured in magazines read by women 
in more than four and a half mil- 
lion homes of America. Estimated 
actual readers 8 to 10 million 
monthly. 

Carried in Stock, Ready to Ship: 
Widths AAA to D. Sizes 4 to 10. 
Model No. 377—Patent Leather 

with Black Ooze Inlay. 

Model No. 378—Black Vici Kid— 

Black Ooze Inlay. 
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In 4,500,000 Homes 


the American woman is reading about Foot Saver 
Shoes. 


Over and over again EVERY MONTH in her favorite 
magazines she sees these appealing, convincing Foot 
Saver messages. 


The exclusive, in-built features of Foot Savers appeal 
to her intelligence—her need of such a shoe is con- 
firmed by her experience—desire is created to add to 
her charms the easy, graceful step that Foot Savers 
give—then and there her decision is made. 


Foot Saver advertising, appearing every month in the 
greatest magazines for women, is changing shoe-buy- 
ing habits. In every town and community in the coun- 
try it is selling women on the merits of Foot Savers— 
making regular customers for the Foot Saver dealer. 


The tremendous volume of Foot Saver advertising is 
reaching FOUR out of every SIX of the leading fami- 
lies of your community—it is making loyal customers 
for the one Foot Saver merchant in your town. 


The valuable Foot Saver Franchise, with this customer- 
making advertising back of it, is open in a few terri- 
tories. Write TODAY for details of the Foot Saver 
proposition. 


THE JULIAN & KOKENGE COMPANY 


Makers of the famous J & K 
Arch Fitting Shoes for Women 


East Fourth Street 
CINCINNATI OHIO 


"hI\ \* N @f 
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Those of your customers who like 
fashionable feet, frequently desire 
relief and protection from foot strain. 
They want it without having to 
sacrifice the beauty and grace of the 
modish styles they ordinarily wear. 
Arch Relievers are built for this pur- 
pose. Hundreds and thousands of 
women in the commercial world need 
a certain amount of support for their 
feet, but they, too, want style. Arch 
Relievers fill this need. 
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For fashionable feet that 
need extra support 


Arch Relievers have met with un- 
usual success in many of the largest 
shoe and department stores of this 
country. They represent the highest ~ 
standard of shoemaking in America. 
They come from the Quality Shoe 
Market of America. 


The style illustrated is our “LYRIC 
TIE,’ made over our special 13 last. 
A fashion welt with a 14/8 heel, 
either of leather or wood-covered. 
It is made in all leathers, upon your 
order. 


THE STANLEY DUTTENHOFER SHOE CO., CINCINNATI, OHIO 


“salable to the last pair” 
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Screws Emaarrassinc situations of this sort are by no means unusual. 
The unfortunate lady is not only placed in an embarrassing 
position but also in an exceedingly dangerous one— for the 
loss of a heel often results in a painful fall. Who’s to blame— 
the wearer, the manufacturer or the dealer? It doesn’t make 
much difference, for the victim always places the blame on 











Forsghted retailers forestall vain the dealer and he unknowingly loses a valuable customer. 
regrets by insisting on the use of 
AnsaaW ove Hess Scanwedy she Your customers are entitled to security as well as style and 


manufacturer. An important little 





detail that will safeguard your comfort in their footwear. ALPHA Woop Hest Screws 
customer and help create goodwill eliminate loose wobbly wood hee!s. 
; 
‘ 
b> 2 . a ° 
; United Shoe Machinery Corporation 3 
. BOSTON, MASSACHUSETTS : 
b> 
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A large center piece 
and four shoe stands 
—all in vivid colors— 
practical displays 
with a punch. This 
set is free to all gen- 
uine Keds dealers. 











Genuine 


RIDGE the summer slump with 

a bigger Keds business this year. 
A window display will identify your 
store as local headquarters for gen- 
uine Keds. If you have not received 
your Keds display set, notify our 
branch or wholesale distributor from 
which you buy your Keds. 


United States Rubber Company 




















REG. U.S. PAT. OFF. 
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Salesmen Booking Big Orders 
for Heavy Rubbers 


Cold Stormy Weather Predicted for 


UBBER shoe salesmen are cov- 
Re the retail shoe trade in- 

tensively. They are booking 
big orders on heavy rubbers for next 
winter, as well as on canvas rubber 
soled shoes for immediate delivery. 
The wheels of the factories are busi- 
ly turning. A representative of the 
Hood Rubber Products Company re- 
ported recently that its plant at 
Watertown, Mass., has been making 
90,000 pairs of rubber shoes a day, 
50,000 of which are rubber shoes 
and 40,000 pairs tennis, and that it 
has 9500 employees from coast tu 
coast. 


HOSE retail shoe merchants who 

have not yet looked over their 
stocks of gaiters and footwear for 
rough weather wear are hastening 
to do so. For it is generally under- 
stood that there will be need for 
good and substantial footwear pro- 
tection, from the early fall of 1926 
right through the winter and late 
spring of 1927. 

The weather man ofttimes makes 
mistakes, but the records of the 
weather bureau of the last six years 
show that more than 85 per cent of 
his predictions have been “direct 
hits.” The records also show that 
the weather man has prophesied 
much more accurately since 1920 
than during the six years prior to 
that date. Therefore, it may be well 
to take heed of his signalling. 


GAIN, the recent prediction of 
Herbert Janvin Browne, “the 
long-distance weather prophet,” 
whose bulletins of last September— 
of a long winter, and of gales and 
snow for April 14-17, have been 
forcefully felt—is to the effect that 
the coming winter will be the most 
severe in a century; and that 1927 
will see a return of the conditions of 
1816 known as “the year without a 
summer.” More evidence for “rough 
weather to come,” borne out by care- 
ful consultations and comparisons, 
was submitted about a year ago by 
a French scientist, whose prognos- 
tications were-duly recognized, and 
preparations made accordingly, not 


only by foreign governments, but by 
the Smithsonian Institution at Wash- 
ington. 


OTH the 

French-American scientists 
have made the startling statement 
that 1927 will be “summerless,” that 
is, that there will be a _ winter, 
spring, summer and fall of violent 
contrasts, of numerous and violent 
hurricanes, rainstorms, snowstorms, 
and hailstorms. “The exact dates 
and locations are impossible to 
name,” says Mr. Browne, “but there 
will be abnormalities in temperature 
and precipitation.” 


A child’s Radio Boot, with plaid 

cuff. Little folks like to wade in 

snow and slush. The all-rubber 

upper protects their féet and legs. 

Presented through the courtesy 

of Cambridge Rubber Co., Cam- 
ridge, Mass. 


R. BROWNE pointed out that 

the past winter began as early 
as Sept. 18, with a heavy snowstorm 
in the Northwest, and ended April 
18-19 with a heavy snowstorm in 
Virginia and record-breaking low 
temperatures throughout the East. 
This was the forerunner of the win- 
ter of 1926-1927, which, he states, 
will be the longest and the most se- 
vere in one hundred years. 


EATHER is admittedly an im- 
portant factor in the shoe 
business. The above scientific ob- 
servations as to the heavy weather 
ahead of us would indicate ‘that 


above-mentioned © 


Next Winter 


“heavy rubber goods,” as the trade 
calls overshoes, storm rubbers and 
rubber boots, will be much in de- 
mand by the public, anywhere from 
the middle of September, 1926, to 
the late spring of 1927. 


Store Has Rubber Shoe 


Demonstration 


BRIDGEPORT, CONN.—The shoe de- 
department of the Howland Dry 
Goods Company has been selling 
more pairs recently on account of 
interesting the public in a rubber 
footwear and Keds display. This 
was “put on” under the auspices of 
the Boston branch of the United 
States Rubber Co. The main feature 
.of the display was the building of 
light rubbers. On a Tuesday morn- 
ing, a few weeks ago, C. W. Hub- 
bell, of the Goodyear India Rubber 
Selling Company of Naugatuck, ac- 
companied by Miss M. D. Sugrue, a 
forewoman of the factory, and Miss 
R. M. Casaly, who had been chosen 
for her speed and ability in the mak- 
ing of light rubbers, arrived at the 
Howland store. 

Every afternoon from 1:30 to 
4:30, during the balance of the week 
Miss Casaly gave a demonstration 
of the making of light rubbers while 
Miss Sugrue answered any ques- 
tions as to the technical manufac- 
ture that might be asked. 

Bert O’Neill, one of the salesmen 
at the Boston branch, on another af- 
ternoon, gave an interesting talk, 
during the demonstration, on the fit- 
ting and the wearing of light rub- 
bers. During the other afternoons 
of the week, H. C. Young of the 
Boston branch, who had charge of 
the exhibit, gave talks on rubber 
and the wearing of rubber footwear 
during the demonstration. 

Both Mr. Shannon and Mr. Burns, 
buyers of the footwear department, 
told Mr. Young that they were much 
pleased with the demonstration and 
felt that it had been of considerable 
benefit in creating interest in Rubber 
Footwear for the Howland Dry 
Goods Company. 





84 BOOT AND SHOE RECORDER May 8, 1926 


Dr Scholls Foot 


Junel9th to 


The Big Foot Comfort Event of the Year 
Begins June 19th! 


This is an occasion to which progressive 
shoe merchants the country over look forward 
with increasing interest every year, because it 
not only brings them to the fore in their com- 
munities as Headquarters for Foot Comfort, and 
makes many new customers for them, but also be- 
cause it accelerates business in all departments. 











How You Can Tie Up to 

Dr. Scholl’s Program of 

National Advertising on 
Foot Comfort Week 


Seven out of every ten people who pass your store are actual 
sufferers from foot troubles. The purpose of Foot Conifort Week 
is to reach these sufferers by a dramatic and forceful presenta- 
tion of the means of relief, and to stimulate them into immediate 
action toward getting it. 

The intensive National Advertising on Dr. Scholl’s Foot Comfort 
Week is the means by which this interest is created. It is for you 
to crystallize that interest into action at the point of sale by making 
a Dr. Scholl window display and using the newspaper electros to 
tie your store to this full-page Saturday Evening Post advertising. 

And in order that you may lose none of the sales which this effort 
generates, be sure that you have an adequate stock and display of 
Dr. Scholl’s Foot Comfort Appliances and Remedies for this special 
occasion. Now is the time to send in your order. 


THE SCHOLL MFG. CO., Inc. 


Largest Manufacturers of Foot Specialties in the World 


213 W. Schiller Street 62 W. 14th Street 112 Adelaide Street, E. Vee 
CHICAGO NEW YORK TORONTO 
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This full-page Ad 
appears in The 
Saturday Evening 
Post, June 19. Put 

in your window trim’ 





When writing to advertisers please mention Boot anp Suor Recorper 





BOOT AND SHOE RECORDER May 8, 1926 














Reptilian Effects “Suzanne” 
In Stock 


They will pep up your 
business. If your busi- 
ness is good, these styles 
will make it that much 
better. 

Cuts for newspaper ad- 
vertising furnished on 
request. 


re 
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B-562—Blond Suede Snake, Sautern 
Snake Trim, $5.25 











“Gila” 
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Send for 
In Stock 
: Catalog = 
Special Process Special 
B-532—Ivory Mottled Lizard, $5.25 Process 
; B-536—Ivory Mottled Lizard, $5.25 





Wire Your Order—Today 


The MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 
Rochester, N. Y., U. S. A. 








New York Office: 612 Marbridge Bldg. Oakland, Cal., Office: 424 Belview Ave. 
B. W. MOYLAN H. 8S. KUSHINS 


Chicago Office: Majestic Hotel Los Angeles Office: 107 East Sth St. 
F. J. SAATEK E. M. HOLLANDER 











Makers of Menihan Arch-Atd 
Proposition 
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Retail Shoe Business Improves 
Novelty Leathers Leading in Demand 


| BOSTON | 


Pretty Shoes Move Quickly 


Retail shoe stores and depart- 
ments are featuring “Shoes for Oc- 
casions.” Some stores report that 
biack is the biggest seller—others 
that light colored shoes are the best 
sellers. While the best selling shoes 
are built on refined lines, neverthe- 
less they cannot be called “plain” 
by any means. There is a certain 
“snap” to them—through trims of 
reptile leathers; or bows or tassels 
in new design on dress oxfords. 


Light Colors and Black 


In dressy sport shoes, for in- 
stance, the shoe department of The 
Shepard Co. is showing a high 
heeled sandal in yellow and robin’s 
egg blue—it matches a sport cos- 
tume in similar shades. Thayer 
McNeil Company is showing a 
white sandal with high heel and 
center strap, with dainty darts of 
light blue to match a handbag in 
similar combination. 


White Shown Attractively 


The Pedemode Shop on Boylston 
Street is showing an artistically ar- 
ranged case of white shoes, with 
sport stockings in various pastel 
shades and even brighter tones as 
well as white hosiery. 


They Smoke at Pierre’s 


At Pierre’s Boot Shop, with its 
“Parisian Salon” setting, a wide 
array of parchments, blacks, Pais- 
leys and reptile leathers, either 
forming the entire shoe, or for 
trims, are featured attractively. 
The hosiery department at this 
store is spacious and is in reality a 
small salon by itself, just off the 
main shoe store. Some of the young 
women visiting this store bring 
along their cigarettes and smoke 
while being fitted. 


Sport Shoes Featured at Kennedy’s 


At Kennedy’s shoe department 
men’s sport shoes are shown at- 
tractively. The golf shoes at this 
department have been effectively 


“tied up” by Marcus McWeeny, 
buyer and manager with The Satur- 
day Evening Post ad of May 1. The 
same shoes that are “talked about” 
to the public in that paper are illus- 
trated in the newspaper advertis- 
ing, and this publicity is used along 
side of the merchandise displayed 
in the window and in the interior 
of the store. 


J. Harry Selz Visits Boston 


J. Harry Selz, president of the 
Selz-Schwab Co., recently visited 


quilted satin slippers. Mr. Gillis 
states that June and July are also 
big months for selling felts and 
quilted satins, as people going 
camping for the summer buy heav- 
ily on these numbers. Quilted sat- 
ins are the biggest “year-round” 
sellers. 


Home from World Tour 


David and William Lynch of 
Lynch Bros. Leather Co., recently 
returned to “The Hub” from an ex- 
tensive trip around the world. 





Wooden Soles on Rubber 
Boots 


The Malloy Shoe Co, 
Georgetown, Mass., is supply- 
ing an order from the Mar- 
mon Motor Car Co. of Indian- 
apolis for hip rubber boots 
with wooden soles. This un- 
usual footwear is made on the 
specifications of the Marmon 
company for the use of its 
employees. The rubber boot 
carries a wooden sole, 114 in. 
thick, steel trimmed. Despite 
the thickness and steel trim- 
ming, the sole is lighter than 
the heavy rubber sole com- 
mon to this type of footgear. 








the Kennedy store and said that he 
was much pleased with the coopera- 
tion extended to the shoe depart- 
ment by the other departments of 
the store. 


Higgins Sells Felts in June 


D. C. Gillis, who buys for the re- 
tail shoe store of George F. Hig- 
gins of Malden, Mass., was recently 
interviewed while calling on H. G. 
Hollis, New England sales repre- 
sentative of the Daniel Green Felt 
Shoe Co. of 10 High Street. Mr. 
Higgins conducts one of the leading 
shoe stores of New England. He 
has a good location, about one min- 
ute’s walk from the square and en- 
joys a good trade from the sur- 
rounding towns. Mr. Higgins has 
a successful hosiery department, 
and from Nov. 15 until after Christ- 
mas does a big business on felt and 





CHICAGO 








Lower Grades Move Well 


April still owes the Chicago shoe 
trade an unpaid balance against her 
purchasing account. Some bright 


‘weather here and there, especially 


last week, has served to increase 
business somewhat but not enough 
to cause any wild enthusiasm. The 
Feltman & Curme Stores have done 
a remarkably good business and the 
same is true of the Cutler & Holden 
stores, where shoes of a medium 
grade are sold, and in the O’Con- 
nor & Goldberg shops. Above the 
$12 mark trade has not been as 
satisfying as was expected, al- 
though there has been buying done. 


Men’s Trade Difficult 


The men’s stores seem to be hav- 
ing the most difficult time and yet 
stores like Hassell’s and Harry 
Meyer and Metz—leaders in the 
exclusive men’s business in the 
loop—have done very well consider- 
ing. 

In the past week more blond foot- 
wear has been seen on. the men on 
the street than in all of the last 
three weeks together and blonds are 
being called for with considerable 
regularity in all of the stores. It 
would not be a bit surprising to 
see this shade run to considerable 
popularity before the next sixty 
days are done. 

The children’s business has re- 
mained in a slow stage in all the 
stores for some time. Not exactly 
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From One gross of “BOSTONIAN SHOE CREAM” 
to Twelve gross in Four Months, at One shoe store, 
in a New England City of Only 59,316 Population 


FAN CY leathers create a shoe polish problem. Shoe merchants know 

this and have come to shoe polish headquarters, asking what to do to 
save their customers from a distressing situation. Shoe polish head- 
quarters was ready with an answer. Sell Bostonian Cream—Black—Tan 
—Neutral—Colors. It’s a footwear life saver. The experience of a shoe 
merchant in a small New England city shows its sales possibilities. Order 
a gross or more—assorted—and be set right for colored footwear. Don’t 
delay—and lose profits you might be taking on spring and summer sales. 
If your jobber cannot supply you, order from us. 





$24.00 Per Gross 
Slightly more West of 
Rocky Mts. 
Less Trade Discounts 


“CUPID,” a New, Non-inflammable, White 
Leather Polish, Specially Packed, to Retail at 50c 





EVER lagging in our efforts to give shoe merchants what they want, 

we created a new white leather cleaner—put it up in a most attractive 
container—corkless—but capped tight against leakage—surrounded it 
with a display carton of colorful characteristics—and priced it to pay 


shoe dealers 100% on their investment. 


“Cupid” is it. Removes dirt and grease spots instantly. Restores leather 
to original softness and luster. There’s big business ahead of you on this. 
A gross is none too much for a beginning. Tell your jobber you are look- 
ing for “Cupid.” If he cannot furnish “Cupid” order of us. 


$48.00 Per Gross 
Slightl  — ap ieee of 


—~ A 8. 
Less Trade Discounts 


“SHUCLEAN” White Kid Polish Does Not 


Yellow the shoe after repeated applications 





ig works quicker, and dries whiter, than any preparation made. No 
acids to injure leather. No bleach to react on chemicals with which 
white leather is tanned. ‘“Shuclean” is safe. Shoe polish headquarters 
stands back of it with a record of nearly a century of superior shoe polish 
production. You are in right when you purchase “Shuclean.” Start 
with a gross if you like, but we predict larger orders soon after. We'll 


ship direct where jobbers will not supply. 
$21.00 Per Gross 
Slightly more West of 
Rocky Mts. 
Less Trade Discounts 


WHITTEMORE BROS.—SHOE POLISH MAKERS NEARLY A CENTURY—BOSTON, MASS. 
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missing, but very slow and appar- 
ently for no reason in particular. 


Reptile Trims Wanted 


In the women’s lines—reptile 
trimmed footwear seems to be the 
most called for of all the novelty 
lines, and blond shades and gray 
are the largest sellers next to the 
apparently inevitable patent. 

O’Connor & Goldberg are showing 
the new Panama shoes in their cos- 
tume bootery on Madison Street in 
all kinds and varieties of color and 
color combination. It is scarcely 
old enough as a style to predict 
what the reception of this new fab- 
ric may be, but it offers wonderful 
possibilities in coloring and surely 
will be cool and summery. 


Oxfords Sell Well 


Possibly one-fourth of the shoes 
sold now are in the oxford class 
and the demand keeps steadily im- 
proving. The light cut out quarter 
five or four eyelet oxford with rib- 
bon lace and short vamp is a dainty 
bit of feminine style and lends it- 
self gracefully to costuming. 

Strap patterns and pumps with 
appliqued leathers of all colors and 
kinds make up the total of the 
styles shown in the stylish shops 
and almost any style guess is a 
good one. One thing is certain— 
footwear will be colorful this sum- 
mer without being colored—and 
fragile shades will be the most 
popular. 


Business Below Last Year 


General opinion seems to fix the 
fact that April will show less vol- 
ume than a year ago when the 
month’s business is totaled. This 
does not concern some individual 
stores where the business for the 
month will show a somewhat in- 
creased volume over 1925, but 
rather takes the situation as a 
whole. 

Men’s business will show between 
15 and 20 per cent less than 1925, 
while the women’s business will run 
between 10 and 15 per cent lower 
generally. Five to $7 lines in both 
men’s and women’s show the least 
loss or the most gain as figures go. 
The first week of April was a ca- 
lamity almost, with Easter on the 
fourth. The week after there was 
some bright weather and some bad. 
The week following was pleasant 
and the end of the week rainy. The 
last week has been clear but cold, 
so that there really was only one 
good week in the month to build 
volume and three not so good. 

The most encouraging thing in 
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The very attractive store front shown in the accompanying photo- 
graph is that of the Packard-Rellin shoe store, which has for- 
mally opened for business at 306 Grand Avenue, near Third Street, 


Milwaukee. 


The new store is beautifully arranged and decorated 


to appeal especially to the feminine mind, as women’s $5.50 and 
$6.50 shoes are carried. A color scheme of blue with mahogany 


finished woodwork makes a very attractive interior. 


The store is 


being operated by A. B. Packard, formerly manager of the shoe 
department for Herman’s ready-to-wear store, and David Rellin, 


of Rellin’s Boot Shop on Walnut Street. 


The Walnut Street store 


will continue under a new manager, while both Mr. Packard and 
Mr. Rellin will devote their attention to the new store 








the situation is the attitude of the 
average merchant and buyer of 
optimism on the prospect for the 
late spring and summer business 
and this confidence ought to help 
the general tone of the trade. 





MILWAUKEE 








Business Improves 


Milwaukee shoe stores have been 
doing a very good business during 
the past few weeks, despite the fact 
that they have had to work against 
unfavorable weather to a great ex- 
tent. Some dealers state that their 
figures are running ahead of last 
year, while others report that 
things are about the same as they 
were during April of 1925. 


Light Shades Lead 


Light tan shades, such as sau- 
terne, parchment and blonde, con- 
tinue to lead the demand, and much 
attention has been devoted to rep- 
tiles, particularly as trimming ef- 
fects. Although pumps hold a very 
prominent place in recent demand, 
there has also been a good call for 
straps and a trend to ties has been 
noticed in some quarters. The 


‘Theo tie, a one eyelet tie with the 
bow at the instep, is making its 


appearance quite generally, and 
three and four eyelet ties have also 
been showing some activity. 

“Our business has been running 
ahead of last year, and I am con- 
fident we are going to have a very 
big year,” stated A. B. Caspari of 
Caspari & Virmond. “Blondes are 
the big thing, but there has been 
a trend to grays, and I believe that 
grays will come in stronger for 
summer. Our two biggest numbers 
have been the Arlington and the 
Downer, both of which are high 
cut pumps with goring concealed 
under a buckle or tongue.” 


Men’s Trade Better 


“The demand for men’s shoes has 
been better this spring than it was 
at the same time last year,” de- 
clared Joseph A. Schumacher, who 
operates a store on Grand Avenue. 
“The fact that the weather is about 
three weeks behind last year has 
had a tendency to hold back the 
usual call for women’s shoes. We 
are showing some attractive styles 
in light shades which are going 
very well, but we are doing a 
greater volume of business on tan 
street shoes for women.” 

“The volume of business in the 
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The "VERNON SHI | 12 Stock 
WHITE KID A Ai S.515 ~ $7.10 











JN GPASHIONABLE (7IRCLES 


Exquisite in Style 
Unequalled for Comfort 


OO Ne of the season’s favored 


patterns in White Kid to be seen 
in Fashionable Circles will be the 
SUERNON two-strap Matrix Shoe 
—preferred for its exquisite style 
and absolute comfort ~ ~ ~ ~ 


"No other shoe can be as 
comfortable because Matrix ’ I 7 
Shoes have the exclusive M A R I x S H O E sy ’ 
moulded sole features. 
| for WOMEN 
Made by E. P.. REED & CO., Rochester 


New York Style Studto: 
MARBRIDGE BUILDING, BROADWAY, at 34th STREET 





Chicago Office: Philadelphia Office: 
1316 Republic Building 325 Forrest Building 
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shoe department is running about 
equal to last year for the past 
month, but we have to work hard 
to make our figures,” said Charles 
E. Collar, buyer for the shoe de- 
partments at Gimbel Brothers. 
“Men’s shoes are showing satis- 
factory activity, and women’s are 
fairly good.” 


Change Managers 


E. H. Gross, who has been man- 
ager of the local store of Hanan 
& Son, has been transferred to 
Cleveland, Ohio, where he is in 


BOooT 


charge of a store operated by the . 


same firm. W. A. Tomes, formerly 
assistant manager in the Hanan’s 
State Street store in Chicago, is the 
new manager here. 


Known by Their Feet 


“You can recognize the Y. W. C. 
A. woman anywhere in the world 
by her feet,” was the claim of Miss 
Anna E. Caldwell, secretary of the 
national board of the Y. W. C. A., 
in an address before the Rotary 
Club here. “Of course, we are 
losing the distinction of wearing 
low, flat heels, but we were pioneers 
in introducing the healthful, but 
non-stylish flat heel.” 


Store Sold 


The shoe store operated for a 
number of years at 731 Third Street 
by Guenzel & Lucas has been sold 
to S. H. Craft, who for the past 
fifteen years has been connected 
with the Peschke shoe store on 
Winnebago Street, according to an- 
nouncement by Robert F. Wilson, 
trustee under assignment of assets. 
Mr. Craft will carry men’s, women’s 
and children’s shoes, and will main- 
tain much the same policies as the 
old firm. 


Max Diamond Dead 


Max Diamond, aged sixty-nine, 
president of the Diamond Shoe 
Company, operating retail stores in 
Milwaukee and several Wisconsin 
cities, met accidental death by 
carbon monoxide poisoning in his 
garage Sunday morning while 
working on his car. Mr. Diamond 
was past president of the Mil- 
waukee Shoe Retailers’ Association. 


Shoe Craft Dinner 


Several hundred members of the 
shoe craft in Milwaukee, including 
those engaged in retail, wholesale 
and manufacturing branches of the 
industry, attended the dinner dance 
held by the Milwaukee Shoe Retail- 
ers’ Association at the Elks’ Club, 
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A well planned and attractive window at Paul’s Shoe Store, 
Houston, Tex. 
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April 21. The meeting was pri- 
marily a social affair with no set 
program of speeches, although a 
few brief talks of an informal 
nature were given during the 
course of the evening. 

Charles E. Collar, president of 
the association, opened the enter- 
tainment with an address of wel- 
come. He gave an outline of the 
work accomplished at the recent 
styles conference in New York, 
which he attended while on a trip 
to that city, and told what styles, 
materials and patterns had been 
selected by the conference in the 
women’s field. He also gave a 
brief description of styles being 
worn and shown in New York at 
the present time. Several members 
of the trade were called upon for 
a few words later in the evening, 
including A. B. Caspari, past presi- 
dent of the association; Tom Daley, 
salesman for Upham Bros.; A. T. 
Jenkins, former shoe merchant; 
Gordon Anderson, of the BooT AND 
SHOE RECORDER, and A. C. Klein. 

Arrangements for the event were 
under the direction of the enter- 
tainment committee, which is made 
up of Clarence Bertler, chairman; 
Ed Schneider and Frank Kuczynski. 


Install New Front 


Meyer’s shoe store, 212 Main 
Street, Watertown, Wis., has in- 
stalled a new Kawneer front which 
adds greatly to the appearance of 
the building. This store is one of 
the oldest shoe firms in the city, 
and the old front had been in posi- 
tion for eighteen years. 


Will Open Store 


Paul Bonk, who has had several 
years’ experience in the shoe busi- 
ness, has announced plans for 
opening a new store in Manitowoc, 
Wis. The location formerly oc- 
cupied by the Paska Clothing Co. 


‘has been selected for the new shoe 


store, and new furniture and fix- 
tures are being installed. The 
opening will be held about May 15. 


Sells Out Stock 


Nathan Frank, shoe merchant of 
Sparta, Wis., for the past twenty- 
five years, has sold his entire stock 
of shoes and rubbers to a Chicago 
firm, and will retire from business 
as soon as he can dispose of his 
shoe repair machinery. Because of 
his health, Mr. Frank wishes to 
avoid the close confinement of the 
shoe business. 


Remodel Windows 


The entire front of the store 
eccupied by the Schiller Shoe Co., 
Eau Claire, Wis., has been re- 
modeled to give about five times 
the window space for displaying 
shoes. The entrance to the store 
was formerly only a few feet from 
the street, but the windows have 
been extended back so that about 
20 feet is allowed between the side- 
walk and the entrance. 


Dub One—“That man’s deaf as a 
pos ” 
Young Wit—“Saturday Evening?” 
Dub One—“No; all the time.” 
—Texas Ranger. 
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THE LACE FOR BETTER BUSI. 
NESS BECAUSE IT LOOKS 
BETTER AND WEARS BETTER. 





INCIDENTAL although IMPORTANT 


Shoes of character demand only the highest 
grade of materials and workmanship. Why is 
it then so many good shoes are accepted by you 
with inferior shoe laces? 


Some shoe manufacturers have long been aware 
that “Cordo-Hyde” laces impart the final touch 


of quality. 
The manufacturer from whom you buy will 


agree that care of details counts, and your sug- 
gestion to have your shoes come “Cordo-Hyde” 


equipped deserves acceptance. 











Put on your orders—“‘Equip with Cordo-Hyde Laces” 


0. A. MILLER TREEING MACHINE CO., Brockton, Mass. 
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| CINCINNATI | 


Spring weather has come at last. 
It has been a long time in coming, 
but its unusual delay makes it all 
the more welcome. This is especial- 
ly true as far as the shoe merchants 
are concerned, for just in this short 
time business has increased con- 
siderably and will remain thus as 
long as the weather continues in 
its present state. 


Patent the Leader 


All one need do is to stand on a 
street corner of the downtown sec- 
tion for a few minutes to see the 
high percentage of patent leather 
shoes being worn. However, the 
blond and parchment kids still 
make up a good percentage of the 
sales, and it appears to the mer- 
chants throughout the city that the 
colored kids will last throughout 
the summer. White shoes are be- 
ginning to sell in large proportions. 
It looks as though the women buy- 
ers are tiring of the pumps, and 
are taking, as indicated by the 
sales, to the spike-heel oxfords. 
The low-heel oxfords are not mov- 
ing as fast as the spike-heel ox- 
fords, due to the more dainty ap- 
pearance of the latter. 


Blond Calf for Men 


Blond calfskin shoes in moderate 
toes are the biggest sellers in shoes 
for men. Featherweights are going 
at a good clip. H. B. Orr, manager 
of the men’s shoe department of the 
Potter Shoe Co., gives out the fol- 
lowing report on shoes for men: 
“Blonds will go very well all sum- 
mer. Next fall will see the toes 
narrowing down to more of a gen- 
tleman’s last, while medium shades 
of tan and black will be the pre- 
dominant colors. Custom lasts are 
destined to be good in the higher 
grade shoes, but not in the cheaper 
grade shoes. There will not be 
many high shoes sold in the stylish 
line. But the percentage of them 
sold in the staple line will be very 
large.” 

Bright Colored Kid Shown 


The Gigolo pump, a new French 
shoe in red kid, green kid and con- 
trasting colors of either red and 
white kid, or white and blond kid, 
is being featured at Irwin’s. This 
shoe is getting good play, and still 
more is expected of it. The shoe 
sells at $17.50. 


Florsheim’s New Display 


The Florsheim Shoe Co., tiring of 
the usual display window arrange- 
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An idealized window trim created by the A. E. Nettleton Company of 
Syracuse, N. Y., to show the effectiveness of a shoe trim when the 


shoes are associated with other wearing apparel. 


In this case, a 


Hickey-Freeman sport suit was used to set off the shoes, also golf 
hose and a bag of golf clubs 








ments, have gone in for something 
entirely new and unique. They 
have their display arranged to rep- 
resent a palm garden, making use 
of many large palms. Besides this 
they have rigged up an inside awn- 
ing made up of all the various 
bright colors. This awning is com- 
parable to an ordinary awning, the 
only difference is that it appears on 
the inside of the showcase instead 
of on the outside of the same. 


Join College Cooperative Plan 


The Potter Shoe Co. are great ad- 
vocators of the cooperative system, 
being made use of in the various 
universities throughout the coun- 
try. This system makes it possible 
for students to work their way 
through school, working one month 
and going to school the next. To 
give proof of this, they have four 
co-op. students from the University 
of Cincinnati and two students 
from Antioch College of Yellow 
Springs, Ohio, employed in their 
service. Miss Nancye Glascock and 
Miss Virginia Henkel from the U. 
of C. are working in the children’s 
department. Raymond Hilsinger 
and Roger C. Rebert of the same 
school are working in the men’s 
main floor department. L. Kermode, 
one of the two co-ops from Antioch, 
was located at one time with D. M. 
Reed Co. of Bridgeport, Conn. This 
plan is working out very nicely, and 
the students are very capable at 
their work. 


« J Lamford Dead 


J. Lamford, manager of Hanke’s 
shoe department, died after a sick- 


ness of four days of Spanish fly. 


He was formerly of the Fair Co. of 
this city, prior to which he was 
manager of Rosenbach’s upstairs 
store. 





| ST. LOUIS 








Business Steady 

Little change in the volume of 
business over that of the previous 
week was experienced in the down- 
town shoe belt for the week ending 
May 1. No increases of any conse- 
quence were reported, but more en- 
couraging was the report that no 
slackening tendencies were noted. 

The weather remained cool, and 
some fur coats were visible in the 
shopping district. The necessity of 
such wearing apparel creates any- 
thing but a spring buying complex. 
The retail merchants as a whole 
are optimistic, and their only com- 
ment on the hesitancy of brisk 
business is the cool weather. 


Sales in Lower Grades 


In the lower grades, pressure is 
being used to force business, and 
some sales have been fruitful. This 
policy is not general, and prices 
for the most part are being main- 
tained. Indications are that April 
will wind up with a larger volume 
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Send for Our New 


Samples Sent at Our 
Expense Illustrated Circular 


LENOX WELTS 


31098% Child's rey Leather Rubber Heel 
Oxford, 4 to $1 
4108% Child’s saat Leather 
Heel Oxford, 8% to 11 
51098 Misses’ Patent Seatiee 
Heel Oxford, 11% to 
3108% ford & Fey | Calf jh Heel Ox- 4 


5108 pee Tan eas Rubber Heel Ox- 
ford, 11% to 2 2. PATENT LEATHER 


aan aaa ox COLONIAL BUCKLE 
? Three Wonderful 4502 Child’s, 8% to 11, Broadtoe. .$1.90 
2.10 


4503 Ohild’s, 8% to 11, Broadtoe. .$1.90 5502 Misses’, 11% to 2, Broadtoe.. 


5508 Misses’, 11% to 2, Broadtoe.. 2.10 3 W’s LENOX SHOES S502% Misses’, 11% to 2, Medium. 


6503 Goowing Girl’s 2% to 6, Broad- pe IN STOCK 6502 gortg Girl’s, 2% to 6, Broad- : 
: 2.50 


ens 


3 Women’s, (Cuban Heel), 2% to NOW oun a os =? 8, (Ciena Heel), 2% to 
2. 7, Mediumtoe 


7, Mediumtoe 


WEIMER, WRIGHT & WATKIN CO. puieipeLPHIA, PA. 


Factory: Annville, Pa. 
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Patented features make this 
Western boot unique! 


UCKHECT boots were originated in the West by the 

oldest boot makers west of the Mississippi. They were 
made to meet almost unbelievably hard conditions. Special 
patented features were developed which have made them out- 
standing leaders for 70 years. 


The patented Buckstrip, mioccasin-style vamp, leather lined; 
the special Indian-tan process leather; their exceptional repu- 
tation for long endurance under severe punishment have made 
Buckhects an excellent seller for 5000 dealers in America. 
These national magazines are presenting their advantages to 
your trade. We want more dealers east of the Rocky Moun- 


tains. Write for our proposition. 














| BUCKINGHAM & HECHT, San Francisco, California 


x  BuckHect 


Patented 
INDIAN TAN PROCESS 


Note to salesmen :— ( Oil-in-the-leather ) 
We still have some 


good territories open. 
. OOUTS 
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Blog’s Birthday 

On Monday, April 26, Morris Blog 
of the Blog Findings Company, New 
York, walked into his office and 
found it full of flowers, the signifi- 
cance of which was the firm’s twen- 
tieth anniversary. Later his em- 
ployees, who were responsible for 
the floral display, came in and pre- 
sented him with a wrist watch. Later 
in the day, the annual meeting of 
the company, in which a number of 
employees are stockholders, was held. 
Morris Blog was elected president, 
Clarence Blog vice-president and 
Catheryn D. Reen, secretary. In the 
evening the entire organization took 
dinner at the Beaux Arts and later 
attended a performante of “The 
Vagabond King.” Not a bad way 
to celebrate an anniversary, at that. 

Mr. Blog has in mind an exten- 
sion of his policy of taking in his 
employees as stockholders. 


than March,.which is evidence that 
in the final analysis business for 
the most part has been more than 
fair. However, there are few, if 
any, who will report their April 
ahead of last year.. The reason is 
obvious, due to the fact that in 
April of 1925 approximately ten 
days’ business was done previous 
to Easter. During the present year 
practically no pre-Easter purchases 
were charged on April business. 
Reports from many merchants still 
reveal the fact that on the year 
business still shows an increase 
over the same period of a year ago. 
Some stores wind up their first six 
months’ business with the last day 
of April, and a few figures will then 
present enlightenment on the vital 
importance of profits. 

The style field is running true 
to form, with the same numbers oc- 
cupying the positions they have 
held for the past six weeks. Some 
sales effort is being put back of 
gray to rid the shelves of as much 
merchandise as possible. A few 
stores mention the fact that “spiffs” 
have been placed on some gray 
shoes. For the most part the stocks 
on these shoes are lower than the 
much maligned snake’s hips. 

Two new notes were observed in 
the style trend. Whites were shown 
in a few stores, although the selec- 
tion was sparse. Some delicate 
pastel shades of kid footwear were 
also seen, and in these shades the 
patterns were distinctively beau- 
tiful. * ~ 

Whites, where they have been 
shown, were sold to slight degree. 


Swope’s 62nd Anniversary Sale 


Swope Shoe Company held their 
62nd Anniversary Sale on Wednes- 
day and Thursday, April 28 and 29. 
The first day of the event is a pri- 
vate sale announced exclusively to 
their customer list. Newspaper ad- 
vertising is resorted to for the sec- 
ond day of the sale. The volume of 
business done on these two days is 
so large that the company estab- 
lishes eating facilities in the store 
for the employees because of the 
crowds. Arthur Ebbs, vice-presi- 
dent of the company, stated that 
business was large as usual, and 
many white shoes were sold during 
the event. A 10 per cent discount is 
marked on everything in the store 
except one line of hosiery. 


Scruggs Introduce Sharkskin 


Harold Underhill, manager of the 
shoe department of Scruggs, Van- 
dervoort & Barney, introduced to 


St. Louis sharkskin shoes, using 
special newspaper and window dis- 
play announcements. One of the 
company’s largest windows carried 
the feature display interestingly 
arranged with a South Sea back- 
ground. Commenting on the event, 
Underhill stated that he believed 
the educational campaign has been 
accomplished successfully, particu- 
larly among parents who were seek- 
ing a shoe which their children 
could wear with an assurance of 
service. 


Special Demonstration 


Brandt’s during the past week 
conducted a special Osteo-Tarsal 
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demonstration under the direction 
of R. L. MacAndrew, foot expert. 
Earl Holden, manager of the store, 
stated that the response to the an- 
nouncement was gratifying, and 
business showed splendid activity 
during the event. 





NEW YORK 





Business Improving 


With better weather the retail 
shoe trade here is in a more opti- 
mistic frame of mind. Business 
has improved materially within the 
last two weeks. However, in but 
few cases did the final total for 
April equal those of last year. The 
fairly good business in January and 
March, though, were sufficient to 
put the volume of sales for the year 
so far, slightly ahead of that for 
the corresponding period in 1925. 


A 100 Per Cent Gain 


There are a few stores that have 
shown a surprising increase in 
business. Saks-Fifth Avenue, which 
has attained an almost undisputed 
leadership in the field of novelty 
footwear for women, made about 
100 per cent gain in sales in April, 
compared to April, last year. This 
is exceptional, however, inasmuch 
as the store has a unique merchan- 
dising policy that probably could 
not be duplicated elsewhere. It has 
built up a reputation for high priced 
novelty merchandise that brings 
trade from all over the country. 

“Many women come to New York 


[CONTINUED ON PAGE 111] 
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What ‘Price 
rance ? 


With apologies to the author of the famous 
war play “What Price Glory?”, we use his 
phrase to raise the question of the cost of 
your insurance. 


No good business man is going to jeopardize 
his future by cutting down the cost of his 
insurance, if in so doing he must sacrifice 
on the quality of the protection he buys. 
However, it is only a further evidence of 
business judgment to reduce his insurance 
expense, with quality of protection assured. 


For fifty years, since April 7, 1876, the 
Central Manufacturers Mutual Insurance 
Company has devoted its energies to. provid- 
ing sound insurance protection and lowering 
the cost of insurance. It has a reputation 
for prompt payment of honest losses. 
Through a high standard of service to its 
policy-holders in well directed efforts 
toward fire prevention, in careful inspection 
and selection of risks, in conservation and 
wise investment of its funds, in careful and 
economic management, it has so reduced the 
cost of insurance that it today returns a 
dividend of 30% to its policy-holders. It 
actually 


Saves 30% 


on Insurance Cost 


We offer satisfactory and reliable low cost 
insurance to any business man whose prop- 
erty can qualify as a first class physical risk. 


If you wish to know 
more about the com- 
pany, its history, its 
methods of business, and 
the kind of protection 
it offers you, we will 
be glad to send you a 
copy of our Fiftieth 
Anniversary booklet and 
the name and address 
of our nearest repre- 
sentative. 


of Van Wert, Ohio. 





FIRE AND AUTOMOBILE INSURANCE 
for Select Risks 
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Graduate Chiropodists Earn 
from $5000 
to$15,000 - \ 
-ayear ; jj 


Shoe Men 
Ideally Quali- 
fied for This 
Pleasant, Prof- 
itable, Digni- 
fied Profession 


No profession has attracted shoe men and women more than has 
Chiropody. Coming in daily contact with foot afflictions and dis- 
turbances they have been quick to realize the great possibilities of 
Chiropody. Today many of the world’s leading Chiropodists 
are former shoe men and women. They have followed up 
their valuable experience at the fitting stool with an aca- 
demic and clinical training and the result is that today 
they are earning from $5,000 to $15,000 a year. 


Chiropody a Coming Profession 

Often Chiropodists are leaders in the professional life of the commu- 
nity and highly respected by their medical colleagues. ‘‘I am aston- 
ished,” said a leading public health official at a Chiropody con- 
vention when he learned of the schooling a Chiropodist has before 
he begins to practice and the work he embraces after graduation. 
Many physicians today turn their foot cases over to Chiropodists. 

The world today needs Chiropodists. The opportunities are un- 
limited. In the United States there are about 162.000 physicians, 
about 82,000 dentists but only about 5,000 Chiropodists! A 
virgin field for young men and women! 


’ . 
World’s Leading School 
To the prospective practitioner the choice of a school is highly im- 
portant. He wants a school that has graduated successful chiropo- 
dists, one that offers the most thorough courses, the best actual 
operating opportunities, surroundings that are congenial. 

All of these things and more he will find at Illinois College of 
Chiropody. This school is the largest and best equipped in the 
world teaching this subject. It is now in its fourteenth successful 
year and occupies an entire four story building. Instructions are 
under a splendid faculty, headed by John G. O’Malley, M. D., 
president, of well known physicians, chiropodists, surgeons, chem- 
ists, orthopedists and x-ray experts. 


Largest Foot Clinic in America 

At Illinois the student receives actual, —_— training in the 
most remarkable foot clinic in the world. Over 16,000 foot cases are 
treated annually. Here he comes in contact with every known foot 
condition, the treatment of which he can observe and study. 

Ifyouseek a highly profitable, dignified professionalcareer, 
one inwhichyoucan makeexcellent fees in avery short time, 
Chiropody is the profession for you and Illinois is the school 


for you. ¥ 
Write for New Catalogue 

Write for illustrated catalogue giving information relative to 

courses, which are both day and evening, equipment, facilities, en- 

trance requirements, methods of earning money while studying, etc. 

secsccssesseseee gil This Coupon Today seeceeeeceseces 

ILLINOIS COLLEGE of CHIROPODY, 1327 N. Clark St., Chicago 


Gentlemen: — Please send me postage prepaid, latest catalogue 
and complete information relative to Chiropody and your school. 























Name.. 





Street and Number 








Mlinois Class Dissecting Foot and Leg 
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Factory Output Holds Steady 


Spurt in Late Orders Reported 





Business Steady 


Business continues steady. Or- 
ders are in better balance. Inter- 
mittent buying has passed. Buyers 
are analyzing demands, and are 
placing orders according to de- 
mand. The old idea of buying on 
a hunch, or of plunging on a style, 
has passed. Studied buying has 
taken the place of guesswork buy- 
ing. The consequence is that or- 
ders flow more steadily into the fac- 
tories, and the factories running 
more steadily are able to get out 
better shoes at less expense. 


Increase in Pairage 


As Lynners figure the distribu- 
tion of their products, the average 
summer girl of 1926 wears more 
pairs of shoes than did the average 
girl of before the war. 

Whereas one or two pairs once 
sufficed for a summer season, the 
summer girl of this year has a pair 
of dress shoes, a pair of street 
shoes and a pair of sport shoes, and 
as many shoes to match her dif- 
ferent dresses as her pocketbook 
will afford. 


Colors Lead 


This is a great season for colors, 
as has been remarked before. More 
than half of the novelties, as made 
in Lynn, are of colored kid, white 
parchment or like shades. Patent 
leather, still running strong, is 
brightened up by touches of gay 
colors like red, blue and green. 
Reptiles of many grains‘and colors 
are abundantly used for trimmings, 
and some all reptile shoes are com- 
ing through the factories. 

Reptile satins, embossed in alli- 


gator, lizard of snake grains and. 


colors, are in the sample lines. 
Florida cloth is being cut for pop- 
ular novelties, and Panama straw 
for fine shoes. 


Ties Keep Gaining 


Center ties, with ribbon laces, 
and baubles and tassels on the 
laces, keep gaining. They begin to 
rival straps as summer shoes. .- Yet 


the real development of center ties, 
including oxford patterns, was not 
expected until the fall. 

In pump models, strap styles are 
by far in the lead. Sandal styles 
have front straps and open shanks. 
More new anklette patterns have 
appeared. Tailored bows are good 
for trimming pumps. Some are in 
tones of color, as, for instance, a 
bow of patent with a trimming of 
Chesterfield shark. 


“Hearts and Flowers” 


Mitchell, Welch Co. is making a 
line of “Hearts and Flowers” shoes 
for June delivery. These shoes are 
adorned with small cut outs, in de- 





Shark Calf 


Shark calf is calf, embossed 
with shark grain, and colored 
in black and white, two tones 
of gray, two tones of brown, 
or other combination. Or its — 
top grain may be lightly 
buffed, to give it a suede ef- 
fect. The Carr Leather Co. 
of Peabody, who happen to be 
making much of it just now, 
are distributing it for imme- 
diate use, and, also, are sam- 
pling it for fall footwear. 





signs of hearts and flowers, the cut- 
outs bordering the collar of vamps 
and quarters. There is a bit of ro- 
mance in these shoes. 

Besides, there is another line 
which is trimmed with a _heart- 
shaped metal ornament, and this or- 
nament may be attached to the 
throat or the shank of the shoes, or 
removed in from the shoe, in a jiffy. 


To Cross Continent 


“Jack” Gorman of Murphy, Gor- 
man & Waterhouse, starts soon for 
a trip across the continent. He will 
attend the California convention. 
He will have with him a new line 
of smart styles, featuring ties, 
step-ins and pumps. Aside from 
the sample of shoes, he will have 
an array of novelty heels and nov- 
elty trimmings, from which buyers 
may pick and choose. 


William Howe has completed an 
extra good trip for Murphy, Gor- 
man & Waterhouse. 


Parisian Models 


Daly’s Golden Rule factory is de- 
veloping Parisian styles made in 
the American way. Mr. Daly takes 
shoes, as made by custom shoemak- 
ers of Paris, cuts them up to study 
their style points, and then adapts 
the salient points in them to his 
own production. To do this he has 
developed a new method of making 
shoes which he calls “The Golden 
Rule Process.” 

This idea of adapting imported 
styles, by the way, was first prac- 
tised by John Adam Dagyr, the 
patron of Lynn shoemaking, who 
flourished 250 years ago. The news- 
papers of the time called him “The 
Celebrated Shoemaker of Essex.” 


Patents Lead 


About two-thirds of the shoes in 
the Cotella & Leighton factory are 
of patent leather. Satin is also 
running strong with this firm. 
Harlan Leighton extended his sell- 
ing trip a bit, and brought home 
more orders than he expected. This 
firm, by the way, has not lost a day 
on its production schedule since it 
occupied its new factory. 


Another Burdett Beauty 


Burdett has added an anklette, a 
shoe of youthful lines of beauty. 
Its anklette strap is brought up 
from the shank to the instep, from 
whence it passed around the ankle. 
It is fastened on the center of the 
instep by a ribbon lace, trimmed 
with a bauble and a tassel. 

This new shoe follows the Bur- 
dette “Roll’em” pump that is a fa- 
vorite with many buyers. 


Another New Firm 


Cocozella & Solar are starting to 
make novelties at 59 Oxford Street. 
“Tony” Cocozella, head of the en- 
terprise, was formerly with the 
Bresnahan Shoe Co. of Boston. 


Genuine Reptiles 


A. E. Little & Co. are having 
quite a run on fine shoes, especially 
those of genuine reptile leathers. 
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“IN STEP WITH FASHION” 
For the Smart Trade 


HIS DeLuxe Fancy Tie is 

strictly new. The illustration 

is a beauty in Patent with Parch- 

ment Calf underlay. Built on our 

lep 1300 Last with 20/8 Spike Heel. 

Also on our 1900 Last with 14/8 
Box Heel. 


We make this also in all the high 
colored Kid, Calf and Lizard 
leathers. 


MADE TO ORDER ONLY 
Four to Five Weeks Delivery 


W. H. LAMPE 


Shoe Co. 


SAINT LOUIS MANUFACTURERS U.S. A. 
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Nonrust Spurs 
Nonrust Spur Chains 


A complete line of styles at New F Orr est Hotel 


prices that are reasonable. 49th Street Just West of Broadway 
New York 


Write for descriptive . 
1 P The latest addition to New York’s new hotels, in the 
catalog. heart of the theatre and business district and within easy 

access to all transportation lines. 
The Forrest offers beautifully furnished and sunny 




























Colt-Cromwell Co. rooms; circulating ice water; restaurant at moderate 
prices. 
Inc. 300 rooms (each with bath and shower) $5 UPW ARDS 
596 Broadway 





Booklet with map sent upon request 


New York N. Y. o>. ve ; sf 
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Lower Heels 


Gain for lower heels, on sport 
and street shoe lines, is reported by 
several shoe firms. One maker be- 
lieves that buyers are short of low- 
heel numbers, such as 8/8 to 10/8 
heels on sport or country club 
types, and 13/8 heels, of Cuban 
style, on street shoes. A buyer was 
recently here looking for low-heel 
numbers in stock shoes. A _ heel 
firm, making for the popular trade, 
says that the bulk of its business is 
on Cuban heels. 


Finer Lasts 


Lasts, as used by Lynners, are 
modeled to finer lines, with extra 
emphasis on the gracéful lines of 
sidewalls, insteps and_ shanks. 
Since the new last turning lathes, 
with 3%-inch cutter heads, have 
come into. use, last makers can turn 
wood to lines that are finer and 
more graceful. 


| BROCKTON | 


Corcoran Shoe Co. Moves 


Removal of the James T. Cor- 
coran Shoe Co. from Middleboro to 
this city is one of the most encour- 
aging events which have transpired 
in the local shoe industry during 
the present year. The firm is lo- 
cating on the tgp floor of the E. E. 
Taylor Co. factory on Camden 
Avenue, confirming a report cur- 
rent some weeks ago that the com- 
pany would come here. Besides the 
desire to produce shoes in Brock- 
ton, better rental and the attitude 
of labor on prices for cheap shoes 
which has become favorable figure 
in the decision to bring the busi- 
ness here. James T. Corcoran, 
Brockton real estate operator and 
owner, is the chief holder of stock 
and ex-Mayor William L. Gleason, 
who was formerly active in the af- 
fairs of the Cutters’ Union, is the 
manager. The output of about 500 
pairs daily of men’s welts for the 
wholesale trade will be doubled in 
Brockton if conditions warrant. 


Pay by Check 


Geo. E. Keith Co. has inaugurated 
the policy of paying its operatives 
by check. The first distribution of 
wages under this plan was April 
28, a new branch of the Brockton 
National Bank having been located 
in the Campello section for busi- 
ness of this type. Chester W. Dai- 
ley, Walk-Over official, cashed the 
first check. : 
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Brauer Bros. to Have New Factory 


rag 
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Brauer Bros. Shoe Co. new offices and “Paradise” factory 


One of the -largest real. estate 
deals so far this year, in the shoe 
industry, was consummated a few 
days ago when Brauer Bros. Shoe 
Co. purchased the modern three 
story brick and concrete building lo- 
cated at the northwest corner of 
Sarah and Forest Park Boulevard, 


“from the Dorris Motor Car Com- 


pany. The building occupies a lot 
100 x 200 feet and Brauer Bros. 
will remodel and equip it with the 
latest type shoe machinery with a 
capacity of 2000 pairs of shoes daily. 


The offices. and plart of Brauer 
Bros: which have for years. been lo- 
cated at 14th arid Pine Streets will 
be moved to the new location just as 
soon as remodeling is completed. 
A. J. Brauer, president of Brauer 
Bros., states that they will be able 
to produce “Paradise” shoes in this 
new plant on a much lower cost basis 
than heretofore. The building is 
unobstructed on all four sides and 
large glass windows will make it a 
real daylight factory. They expect 
to occupy the new factory on July 1. 





Alden Abroad 


Stephen P. Alden of Churchill & 
Alden Shoe Co., abroad with Mrs. 
Alden, has had some interesting ex- 
periences during the European trip. 
The Aldens were granted an audi- 
ence with the Pope and also while in 
Rome were privileged to hear Mus- 
solini give a stirring address at a 
large Fascist gathering. They sail 
May 12 for home. 


Laird Returns 


Renfrew Laird, son of Eversleigh 
R. Laird of United Shank Co., Whit- 
man, has returned from a three 
months’ trip through Europe in the 
interests of the company. It was 
his first foreign trip and was made 
in company with Mr. Clark, who 
has been going abroad for the firm 
for more than thirty years. 


Chamber of Commerce Advocates 
Local Buying 


Purchase of materials used in the 
manufacture of Brockton shoes 
from Brockton firms allied with the 
shoe industry has been proposed by 
the Brockton Chamber of Com- 
merce. [Each local manufacturer 


has been furnished with a complete 
list of those firms dealing in shoe 
materials and accessories located in 
this city as a means of accomplish- 
ing the aim of the chamber. Al- 
ready some firms have reported to 
the Chamber of Commerce that 
they are following the suggestion 
and are making a detailed check on 
all purchases to see that Brockton 
firms receive the business whenever 
it is for the mutual benefit of all 
parties. 


Shoe Men Attend Mrs. 
Funeral 


Brockton shoe men were promi- 
nent among the mourners at the 
funeral, April 24, of Mrs. C. Ernest 
Perkins, daughter of Preston B. 
Keith, active for a great many years 
in the manufacture of men’s fine 
shoes. Vice-President George H. 
Leach of the Geo. E. Keith Co., 
President Herbert L. Tinkham of 
the W. L. Douglas Shoe Co., Presi- 
dent Frank S. Farnum of the 
Churchill & Alden Co., and Charles 
M. Park of the P. B. Keith Shoe 
Co., which recently joined with 
Whitman & Keith, were among the 
bearers. 


Perkins” 
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BRAIDED SHOES 


are popular with the 


Folks of Filmland 


Here’s 


Miss Jobyna Ralston 


Leading Lady with Harold Lloyd 





“For Heaven’s Sake” 


And for Her Feet’s Sake Is Wearing 


Deauville Sandals 


You will find them popular, too 





Made by 


Golo Slipper Company 
129 Duane St., New York, N. Y. 


Branch Sales Office 
803 Security Bldg., Chicago, Ill. 
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“TO MAKE A SMART SHOE SMARTER” 
For your colored and White Kid Shoes 


LE “AMCO” KLASIC TINTED CELLULOID ORNAMENTS 


With the new colonial clamp which places the ornament upright on the vamp 


EOE TOMA 





1631 1632 
$4.50 Per Dozen Pair Specify colors wanted 


ABE MANHEIMER & CO., Inc. 


Cook and Taylor Ave. ST. LOUIS, MO. 





EOE OOOO POET O MOOT 


When writing to advertisers please mention Boot anp SHor REcORvER 
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Wright Entertains 


E. T. Wright of the E. T. Wright 
Co., Rockland shoe manufacturers, 
was recently host to the Governor’s 
council, of which he is a member, 
at the factory. Gov. Alvan T. Ful- 
led and his advisers made a tour of 
inspection through the plant and 
each was fitted to Just Wright 
shoes. 

J. T. Masterson Dead 


James T. Masterson of Masterson 
Bros., last makers, passed away at 
Nantasket April 29. He had been 
in ill health for some time. He was 
a lover of clean sports and mani- 
fested a keen interest in boxing, 
both amateur and professional. In 
his earlier days he won'a reputa- 
tion at sparring and afterward 
served as an official. He leaves, be- 
sides his wife, four children. 


MILWAUKEE 








New Lines Active 


According to reports from several 
Milwaukee factories, salesmen on 
the road with new lines have been 
receiving very satisfactory  re- 
sponse. In some localities the ef- 
fects of the late spring have re- 
tarded business to some extent, but 
on the whole conditions are good. 

“Our salesmen are just getting 
started with their new lines, but so 
far they have been going very well,” 
stated J. C. Johnson, sales manager 
- of the Nunn, Bush & Weldon Shoe 
Co., manufacturers of men’s dress 
shoes. “Our factory is running full 
and we are enjoying a pretty good 
business. The season has been late 
this spring, but things are going 
very nicely despite that fact.” 

Harsh & Chapline Shoe Co., man- 
ufacturers of men’s popular priced 
dress shoes, has attracted much 
comment by the introduction of a 
new number developed in a rich 
green leather of their own tannage. 
The shade is similar to a deep 
grass green. The style is a leather 
soled oxford for street or sports 
wear, with brass eyelets, barber’s 
cross cut welt and black stitching. 
The color is entirely new in men’s 
shoes, and is attracting much at- 
tention, according to H. A. Unke, in 
charge of styles and advertising. 

“Our new line is going over in 
good shape and business is open- 
ing up very well,” said Mr. Unke. 
“We are steadily increasing produc- 
tion on our new styles and are con- 
stantly introducing new features to 
keep our styles up to the minute.” 
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Issues Preferred Stock 


The Holeproof Hosiery Co. of 
Milwaukee, manufacturers of Hole- 
proof and Luxite hosiery and 
Lupite silk underwear, has an- 
nounced an issue of $1,000,000 
cumulative 7 per cent preferred 
stock, which has been jointly under- 
written by the First Wisconsin Co., 
Morris F. Fox & Co. and Henry C. 
Quarles & Co., investment houses, 
all of this city. The total amount 
authorized is $2,500,000, but $500,- 
000 will be retained by present 
stockholders and $1,000,000 will be 
retained for the conversion of the 
ten-year gold debenture bonds, the 
bonds to be accepted in exchange 
for the new stock at $104, plus 
interest. Funds will be used for 
working capital and plant expan- 
sion. 


To Attend Convention 


Several members of the Mil- 
waukee Shoe Credit Men’s Associa- 
tion have announced their intention 


a 


The Smallest Order 


A Peabody tanner accepted 
and filled an order for one-half 
a foot, or 25 cents’ worth of 
a novelty leather. This looks 
like the smallest order yet re- 
corded. A shoemaker wished 
it for trimming some novelty 
shoes. The tanner had to cut 
a half a foot of leather off a 
skin to fill the order. 

















of attending the annual convention 
of the National Association of 
Credit Men in New York City, 
May 24 to 28, and others are also 
expected to make the trip. Those 
whose names appeared on an early 
list of delegates included D. L. 
Sawyer, of the F. Mayer Boot & 
Shoe Co., and president of the 
Milwaukee Shoe Credit Men’s Asso- 
ciation; A. J. Schoenecker of the V. 
Schoenecker Boot & Shoe Co., and 
secretary of the local group; and 
Miss Elizabeth Stetter of the credit 
department of the Nunn, Bush & 
Weldon Shoe Co., who will be ac- 
companied by her sister, Miss 
Helen Stetter. 








| ROCHESTER | 


Production of Shoes Normal 


Rochester shoe factories are 


working on a steady production 
basis at the present time. 


The 


101 





slump which characterized the shoe 
business right after Easter has dis- 
appeared and orders are coming in 
in sufficient volume to enable the 
local shoe factories to operate at a 
normal volume for this time of the 
year. 

Factories in Rochester and vi- 
cinity that maintain stock depart- 
ments are enjoying an excellent 
business at the present time. The 
demand for colored kid patterns is 
particularly strong, and from the 
South there is a decided call for 
white footwear. Patterns trimmed 
with snakeskin are gaining in popu- 
larity and the demand for this style 
of trimming is expected to increase 
materially. 


Retail Trade Spotty 


Business in local shoe stores is 
very spotty at the present time. 
The spurt in buying which charac- 
terized the period following Easter 
has spent itself and the past week 
has been quiet. 


New Stores Open 


Two new shoe stores have opened 
in Rochester since the first of April 
and it is rumored that two chain 
shoe store organizations have 
leased stores in the city and will 
open in the near future. 

The Merit Shoe Store, which 
opened at 42 State Street, is man- 
aged by John Gilfoil and features 
popular priced footwear for men, 
women and children. E. H. Bring- 
ley, who formerly operated Bring- 
ley’s Boot Shop, has opened a new 
shoe store at 75 Clinton Avenue, 
South, and will feature high grade 
women’s shoes, having the Utz & 
Dunn Company “Heel Hugger” line 
as his leading line. 

In addition to the above stores it 
is rumored that The Tom, Dick and 
Harry chain shoe stores are to open 
in Rochester, and it is also rumored 
that the Beck-Hazzard Company 
will also open a shoe store featur- 
ing $4 and $5 footwear. 


[acm | 


Business Fair 


Cincinnati shoe manufacturers 
state that their business is going 
along at a fair rate. This fact is 
all the more noteworthy when one 
stops to consider the weather 
which the shoe business has had 
to put up with. The orders re- 
ceived are calling for plain patent 
leathers, patent leather trimmed 
shoes, parchment and blonde kids 
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NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
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especially. Many orders are being 
placed for the white kid shoes also. 


Larger Shipments 


At the Charles Meis Shoe Co., 
shipments are running higher than 
at the same time last year. In fact 
the shipments are the largest ex- 
perienced since 1920. 


News Notes 


Mr. Levy of the Charles Meis 
Shoe Co. has left for a ten-day 
business trip to the East. 

Sidney Eisman has returned from 
a week’s trip to the South. He at- 
tended the Southeastern Retailers 
convention at Atlanta. Mr. Eisman 
also visited Birmingham. 

J. L. Roth, assistant secretary 
and treasurer of the Roth Shoe 
Manufacturing Co., has just re- 
cently returned from a three weeks’ 
trip to Washington and New York. 
On this trip Mr. Roth mixed busi- 
ness with pleasure. L. 8S. Roth, 
president of the Roth Shoe Manu- 
facturing Co., left on a pleasure 
vacation to the East, April 24. The 
duration of Mr. Roth’s vacation 
will be about two weeks. 
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STOCK DEPT.5 


SNAPPY SNAPPY 
ACTION! STYLES! 


ie 


Snap 
THE STETSON SHOE CO., Ine. 
Seuth Weymouth, Mass. 








HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 


of 


SHOES and RUBBERS 
Every Wednesday and Friday 











SNAPPY SHOES 
FOR YOUNG MEN 


Up to the minute Styles. Selling 
values unsurpassed. Priced to 
please. Investigate. 

CRAIG- wen eee, Inc. 

Boston Office, 10 High St, Room 3 

New York Office—Marbridge Bide. 











HAVERHILL 








New Dobbins Factory Ready 


The new factory at Plaistow, N. 
H., erected for George W. Dobbins 
of the Witherell & Dobbins Co., now 
liquidating, is ready for occupancy, 
and the new enterpzise under the 
direction of Mr. Dobbins will get 
immediately under way. The style 
name of the firm has not yet been 
announced. The plant has a daily 
capacity of 20 to 30 cases of wom- 
en’s turn shoes. The factory is of 
modern construction, with one floor 
and basement, with offices and 
power plant in the annex. 


Spurt on Gray 


A sudden run on gray footwear 
is reported this week by local man- 
ufacturers. Fewer grays were cut 
during the Eastern rush than in 
former years, production being 
mainly in parchment and the new 
light colors. The new demand the 
past week for grays sent the local 
shoe men into the leather market 
picking up gray kid. The better se- 
lections were reported scarce, tan- 
ners having tanned up most of their 
small skins in parchment. A short- 
age of white kid is also generally 
reported. White cabretta and goat 
is in ample supply, but kid is not 
sufficient for present demands. 





Mears Shoes 


BIon F-REYNOLDS Coun. 
BROCKTON MASS. 


LEON WEIC 


LOUIS J. COBLENTZ, Mgr. 
Marbridge Bldg..New York 


IMPORTED BUCKCES 


From our own Paris Works 





America’s Favorite 


NU-SHINE 


Beautifies Footwear 
Makes Old Shoes Look New 
THE NU-SHINE Co. 
Mkt. St. Reidsville, N. C. 
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PARISTYLE FOOTWEAR MFG. CO., INC. 


41-45 Washington Ave., Prentiee N. Y. 
New York Office, Room 1116, 1328 B’way. 


HIGH GRADE TURN MULES and D’ORSAYS 


Satins, Kids, Brocades and Fancy Patterns, 
$24.00 TS, doz. and Up. “ 


>») 2Si For the 


VER! rae, 


Trade 
Seft-Sole Leather 
Beudoirs and Nevelty 
Kimono Sandals 


Write for Prices 
BEST-EVER SILPPER CO., Inc., BROOKLYN, N. Y. 











Got xy. 
The Quality —> 


Pullman Sli; 
RED BLACK TAN 




















- K. Gardiner Ce., Pittsfeld, Nn. BH. 








DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 


122-124 Duane St., 











EMIL RUBLACK 

Price and Sale Tickets 

Samples Mailed Free on 
140-142 a .geaeneer 
Ne. 250, $2.50 por 100 Established (903 
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R. T. Lyons Dead 


Robert T. Lyons, for many years 
a morocco leather dressing manu- 
facturer in the local industry, died 
at the age of 73 on April 24. He 
was a member of the firm of Lyons- 
McCarthy & Phillips, with a fac- 
tory on River Street. He retired 
from active business several years 
ago, and had been engaged in vari- 
ous realty transactions. 


Durgin in Business 


Bernard L. Durgin, formerly of 
Liberty & Durgin, Inc., and more 
recently with the Witherell & Dob- 
bins Co., has recently engaged in 
business here. He is getting out 
a line of women’s medium-grade 
turns which is meeting with wide 
approval among the big city trade. 
The business is located at 91 Wash- 
ington Street. 


New Manufacturing Firm 


The Nox-All Shoe Co., Locust 
Street, under the managership of 
Benjamin Mershon, local shoe man 
of wide experience, is one of the 
newer manufacturing enterprises 
now forging ahead. The firm is 
now making preparations for doub- 
ling its output of women’s McKay 
novelties. 


Trinity Shoe Co. in New 
Quarters 


Brooklyn, N. Y.—Increased busi- 
ness has made it necessary for the 
Trinity Shoe Manufacturing Com- 
pany to seek a new and larger loft 
at 1 Carlton Avenue. This site was 
formerly occupied by the I. Miller 
& Sons, Inc., organization and is 
considered one of the finest factory 
buildings in the metropolitan area. 
Trinity occupies an entire floor with 
a production capacity of 900 pairs 
per day. 

This firm specializes in a wom- 
en’s high grade McKays known as 
“Brooklyn Master Made McKays.” 


To Increase McKay 
Production 


For over a year Merrill, Porter 
& Co. have been making McKays of 
the better grade, together with their 
turn lines. They report that two- 
thirds of their 1200 pair daily pro- 
duction is on this type. Messrs. 
Clough and Shrigley are planning to 
increase the McKay production very 
materially this year. 





The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 


Teanertes et Danverspert. 05 South St., Bosten, Mass. 











Beggs & Cobb, Inc., Boston, Mass. 








est Virginia 


Rwy a nvr 
long-wearing, ic 
Pulp Product er ae 
WestVirginia Fulp& Paper Company 
troit New York Chicago 














T. W Godsoe, Pres. F. BE. J Treas. 
W G Donald, Vice-Pree” 


F. E. JONES CO. 
FANCY COLORS 














shoe patterns 


ARLE SHOE PATTERN CO, 
Se MAIN ST , BROCKTON, MASS. 














Producers of Distinctive 
Shoe C gues and 
Shoe Booklets 
201 South Street Boston, Mass. 
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BALLET S oye Fo STOCK 
of the unusual kind 


Bi02 Bik. Game 
eae 4 Soft T: 
Child's, 6 te 0195 


Misses’ 11% te 2— 1.46 
Wemen’s, 45 


SCHWARTZ &2 HERDER, Inc. 
in Ballet Manufacture 
241 No. 11th Street - Philadelphia, Pa. 








IN STOCK 
BLACK BALLET SLIPPERS 
Ladies’ 
$1.25 pr. 
MA aoe 
$1.20 pr. 
Childs’ 
PII ae 15 pr. 


SHOE CO 
147 Deces Se New Vou it. ¥. 














“EL AM”? 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE co. 

ROCHESTER, N. 


Boston Office, 183 Sandy “Street 
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a SHOES . 


WILL BUILD A BIGGER 
AND MORE DEPENDABLE 
CHILDREN’S ew 
“Write for Agency Pl 
Dr.A Posner, SHOES, Inc. '*° What BROADWAY, MEW YORK 




















Rogers Leaves I. Grossman 


Harry R. Rogers, who for the last 
two years has acted as assistant to 
Mr. Grossman of I. Grossman, Inc., 
Chicago, in styling this line of wom- 
en’s McKay shoes, has resigned 
from that position. He has not an- 
nounced his plans. Mr. Rogers is 
well known through his former po- 
sition as buyer for three and one- 
half years with the shoe depart- 
ment of Charles A. Stevens & Bro. 
of Chicago, and for five years pre- 
vious to that time as shoe buyer 
for H. & S. Pogue of Cincinnati, 
Ohio. 


Shoe Plant Expansion 
Brooklyn, N. Y.—The Betty Shoe 
plant of the Bates-Dow Company, 
Inc., has recently been moved to 
larger quarters, at 70 Washington 
Street, where increased facilities are 
available. 


Styles Committee Named 
by Wholesalers 


In addition to its regular stand- 
ing committees, the National Asso- 
ciation of Shoe Wholesalers now 
has a Committee on Styles. The 
personal of this committee as ap- 
pointed by President Ralph B. Jones, 
is as follows: 

W. E. Heffner, Merritt, Elliott & 
Co., Inc., New York City, N. Y., 
Chairman; Harry D. Hurd, Hurd & 
FitzGerald Shoe Co., Utica, N. Y.; 
Henry Bell, Bell-Walt & Co., Phila- 
delphia, Pa., H. E. King, King 
Bros. Shoe Co., Bristol, Tenn.; E. 
Walter Smith, H. E. Smith & Son, 
Inc., Worcester, Mass. 

The duties of this committee will 
be to study the general footwear 
style situation and trend for the 
benefit of the wholesale branch of 
the industry. 

The Association, in addition to its 
other activities, has undertaken to 
make an extensive analysis covering 
its membership, and from which 
some very helpful results are ex- 
pected. The Membership Commit- 
tee, with Mr. H. Clarke Bruner, of 
William H. Walker & Co., Buffalo, 
N. Y., Chairman, and the Factory 
Relationship Committee, Mr. Harry 
D. Hurd of Hurd & FitzGerald Shoe 
Co., Utica, N. Y., Chairman, are 
both functioning actively. 


F. C. Pillsbury Dead 


Lynn, Mass.—Fred C. Pillsbury, 
former treasurer of the Sagent Shoe 
Co., and prior to that, for many 
years, sales manager for Williams, 
Clark & Co., died suddenly on Thurs- 
day, April 29th, at his home near 
here. He was 58 years of age. 

Mr. Pillsbury was cone of the best 
known and liked men in the trade. 
He had been connected with the shoe 
manufacturing business from early 
manhood and gave generously of his 
time and effort to his life’s work. 
He leaves a widow and two sons. 


A New Color by Creese 
& Cook 


Creese & Cook Company have re- 
cently added a new color to their 
well known “Tony” family which 
they have named “Tony Henna.” 
This color is offered as the Creese & 
Cook interpretation of the new 
Stroller Tan advocated at the recent 
styles conference in New York. It 
is being heavily sampled for Fall 
and is being shown in many leading 
lines of men’s shoes. 
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Herbert N. Lape, of Lape-Adler 
Co., Columbus, Ohio 


Lape “‘on the Job Again” 


Herbert N. Lape, well known 
throughout the trade through his 
long connection with Julian & Ko- 
kenge Co., as sales manager and one 
of its executives, also as a partner 
in the Lape-Adler Co., of Columbus, 
Ohio, is here pictured in the full 
bloom of health and vigor after a 
long absence from the trade, re- 
cuperating from the effects of a se- 
rious automobile accident a year 
and a half ago. 


New Repairer for 
Colored Patents 


H. S. & M. W. Snyder, Inc., dis- 
tributors of colored patent leathers 
under the trade name of “Meti- 
Tone,” announce that a Metl-Tone 
repairer is now on the market. This 
repairer, for which ease and quick- 
ness of application are claimed un- 
qualifiedly, is manufactured in all 
Metl-Tone colors by the Rainbow 
Products Company, a Snyder sub- 
sidiary. 

The repairer, it is said, makes 
possible the use of this colored 
patent leather for all-over effects as 
no matter how badly the finish may 
have been marred in the process of 
putting the shoe together, the re- 
pairer will remove every trace of the 
defect, leaving the finish as it was 
before the damage was done. 

Patents on this process are pend- 
ing and the distributing company 
reserves the right to restrict the use 
of the process to users of Snyder 
products. 
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No. 172 


HAMILTON-WADE CREATIONS 







At your request sample lengths will be mailed 
you. 


HAMILTON-WADE CO. 


Makers of Well-Known “Biwelt” 
Haverhill Street 


BROCKTON, MASS. 

















TAN STITCHDOWNS 


Plug Oxfords and Sandals 
with Halesole Bottoms 


LOOKS LIKE LEATHER, WEARS TWICE 
AS LONG AND WILL NOT MAR FLOORS. 














IN STOCK 


PLUG OXFORDS SANDALS 

6 to 8........ $0.90 65 to 8........ $0.85 

8% to il........ 100 8% to 1l........ 0.95 

11% to 2........ 110 11% to 2........ 1.05 
PLUG OXFORD CREPE RUBBER SOLE 

5 to 8......+. $145 11% to 2........ 1.75 

8% to 1l........ 160 2% to 8........ 2.10 


In view of the low price quoted for the qualities of- 
fered, only case lot (36 pair) orders will be accepted. 


Laing, Harrar & Chamberlin 
43 N. THIRD STREET 


PHILADELPHIA, PENNA. 
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[t IS human nature to want to progress and 
grow and carve out an outstanding posi- 
tion for yourself in the future business activi- 
ties of the world. You are constantly looking 
for greater opportunity. You have personal- 
ity, initiative and ambition, but so far have 
been unable to develop these latent qualities 
and abilities. 


We Offer You A Real Future 
For Your Ambition! 


The salesman-partnership plan of the J. C. Penney 
Company Department Stores provides for your promo- 
tion from Salesman to Store Manager when you have 
proved your ability ; again, in turn, to a co-Partnership 
in a Store as you prove your managerial qualifications, 
and, in due time, to a third interest in other Stores 
opened as a result of your successful operations. You 
are furnished with necessary capital. This you repay 
out of your net earnings. 


Growth of the J. C. Penney Co. 


Assures Your Progress! 


From one Store in 1. this Company has grown to a Nation- 
Wide Institution of 676 Stores, scattered over 44 States. In 
i924, we opened 115 new Stores; our total sales were $74,- 
261,343. In 1925, we opened 105 new Stores; total sales were 
$91,062,616.17. Each of the 676 Stores means that some Sales- 
man has progressed to a managership and to, at least, a poten- 
tial co-Partnership. Many more Stores will be opened; many 
more Salesmen are required. 


If you measure up—NOTE! 


The men we are looking for are under 35 years of age 
with experience in a general store; at least, with a prac- 
tical selling knowledge of one or all of our lines: dry 
goods, clothing, furnishings and shoes, for men, women 
and children. If you are desirous of getting ahead, of 
progressing, and have the necessary ability and deter- 
mination to win, write or call at our nearest office for 
our booklet, “The Next Ten Years.”” It fully describes 
the opportunity we have awaiting you. 


EMPLOYMENT DEPARTMENT 


(pas 


INSTITUTION: 
330 W. 34th St. 


JenneyVo. 


‘DEPARTMENT STORES 
oO 


1205 Olive St. 
St. Louis, Mo. 


0 
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GreELEY Boupoirs 


My boudoirs are always salable. 
The demand is greater today 
than ever before. You must see 
my line to fully appreciate its 
selling value. Business oppor- 
tunities are here which you 
should not overlook. 
Write me today say- 
ing “‘Send samples of 
black and colored kid 
boudoirs with prices.” 














In Stock 

Black and 
Colored Leather 
36 Pair Cases. 
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INFORMATION 
TO THE 
NEW YORK VISITOR 


AS a visitor to New York, you have a problem: 
“Where shall I stop in comfort and convenience 
—without extravagance?” 


We answer—at the Martinique. 


A modern, fireproof building, in the very centre of 
all business activity, the Hotel Martinique offers 
unusually comfortable accommodations at unusually 
economical rates—rooms as low as $2.50 per day. 


Special restaurant service—most moderate prices. 


We invite investigation. On your 
next visit, stop in and let us prove 
that you can live right at the right 
price while in New York. 


A. E. SINGLETON 
Resident Manager 


Be 


HOTEL 
MARTINIQUE 


Affiliated with Hotel McAlpin 
BROADWA Y—32nd to 33rd STREETS 
NEW YORK CITY 


ad tatae. i. ema 


“s 














GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.” Advertisers had no 
means of checking a publisher’s statement of circulation 
and often these figures were unreliable. 


In six years the Audit Bureau of Circulation has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes 
its place. Space buyers no longer find it necessary to 
grope in the dark. 


There are no dark spots in the Boot and Shoe Recorder 


Bureau of Circulations. 





circulation. Our records are audited by the Audit ~ 








Do You Know What 
a Stogie Is? 


Or a Slunk? 
Or a Skiver? 
Or an Everett? 


All the unusual names used in the 
shoe and leather industry, as well 
as those in everyday use, have 
been brought together in one 
compact volume—the fifth re- 
vised edition of the 


Shoé and Leather 
Lexicon 


But it is more than a trade dictionary 
—for in it, in addition to trade defi- 
nitions compiled by shoe and leather 
authorities, are to he found correct 
anatomical drawings of the foot, tables 
of foot and last measurements, stand- 
ard carton sizes, systems of size mark- 
ing, hosiery sizes, how to figure profits, 
classification of leathers, standard size 
lengths and many other features. 


An invaluable book for everyone con- 
nected with any branch of the shoe 
and leather industries. 


The Price Is Fifty Cents 
(Cash with Order) 





BOOT AND SHOE RECORDER 
PUBLISHING CO. 
207 South St. Boston, Mass. 














When writing to advertisers please mention Boot anp SHOE RECORDER 
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CHANGES IN BUSINESS 











AurorA, ILL.—F. L. Oberwise, 
shoes, sold out to C. J. Smith. 

CHICAGO, ILL.—Max Becker, (1733 
West 47th street) shoes, removed to 
1659 W. 47th street. 

CoUNCIL BLUFFs, KAs.—E. S. Os- 
born, shoes, etc., succeeded by J. B. 


Runyan. 
Boston.—Moss Shoe Co., shoe 
manufacturers, incorporated with 


authorized capital of $50,000. 

Walk-On-Air Foot Remedy Co., 
innersole manufacturers, incorpor- 
ated with authorized Gapital of 
$40,000. 

Brophy Bros. Shoe Co., shoe man- 
ufacturers, reduced authorized capi- 
tal to $200,000. 

HAVERHILL, MAss.—Dube & Rob- 
erts, women’s shoe manufacturers, 
liquidating. 

Durkee & Ruffle Counter Co., 
counter manufacturers, incorporated 
with authorized capital of $60,000. 

Sibulkin Bros., shoe trimming and 
shoe manufacturers, name changed 
to Sibulkin & Friedman, Inc. 

DETROIT, MicH.—Charles Kane & 
Son (9047 12th street) shoe, sold 
out to Ben Levine. 

KANSAS CITy, Mo.—Horwitz & 
Maizlish (“Paseo Bootery”) (1511 
E. 18th street) shoes and repairing, 
dissolved partnership—succeeded by 
Jos. E. Horwitz. 

LYNN, Mass.—Cocozella & Solar, 
Inc., shoe manufacturer, incorpor- 
ated with authorized capital of 
$25,000. 

MARLBORO, Mass.—Aclanac Nov- 
elty, Shoe Co., Inc., shoe manufac- 
turers, incorporated with authorized 
capital of $10,000. 

St. Louis, Mo.—Manual Blum 
(824 Franklin Ave.) shoes, etc., re- 
ported selling or sold out. 

TRENTON, Mo.—Fred Glick (Glick 
Shoe Store) shoes, reported selling 
or sold out. 

HoBOKEN, N. J.—Isaac Hirschman 
(604 Washington Ave.) (712 New- 
ark Ave., Jersey City), shoes, dis- 
continued store at Hoboken—now 
conducts only one store at Jersey 


City. 
PATERSON, N. J.—Main Shoe 
Store shoes, incorporated with 


authorized capital of $50,000. 

ALBANY, N. Y.—Fox & Brown, 
shoes, incorporated with authorized 
capital of $10,000. 


BROOKLYN, N. Y. — Schwartz 


Bros., (3820 18th Ave.), shoes, dis- 
solved partnership—succeeded b 
Louis Schwartz. , 





B Golden Inc. (174 Flatbush Ave.) 
shoes, sold out to Harry R. Abbott. 

Silver Shoe Mfg. Co., Inc. (97-101 
Broadway) shoe manufacturers, suc- 
ceeded by Levy & Lesser Shoe Co., 
Inc. 

Samuel Sparber (1461 Broadway) 
shoes, reported will move to Wood- 
haven, N. Y., May 1. 

William Spirvak (683 Stone Ave.), 
shoes, and repairing, reported sell- 
ing or sold out. 

NEw York, CiTty.— David Berman 
(1686 Madison Ave.), bathing shoes, 
etc., reported selling or sold out. 

Morris Sotsky (1744 2nd Ave.), 
shoes, and repairing reported selling 
or sold out. 

Leo Zucker (274 West St.), shoes, 
etc., reported selling or sold out. 

RALEIGH, N. C.—J. M. Edwards & 
Co., shoes, dissolved partnership— 
succeeded by J. M. Edwards. 

ALBANY, N. Y.—Fox & Brown 
shoes, incorporated with authorized 
capital of $10,000. 

CINCINNATI, OHI0O—Liebert Shoe 
Mfg. Co., Inc., (232 E. 8rd St.), 
shoe manufacturers, reported liqui- 
dating. 

CLEVELAND, OHI0.—Meyer Miller 
(6311 St. Clair Ave.), shoes, sold 
out to I. & J. Legomsky. 

S. N. Watson Co. (Euclid and 
105th Street), shoes, etc., reported 
selling or sold out. 

FREELAND, PA.—Harvey Learn, 
shoes, reported left town. 

PARKERSBURG, W. VA.—F. H. Mar- 
key, shoes, etc., imcorporated with 
authorized capital of $150,000. 

APPLETON, WIS.—Dame & Good- 
land (Novelty Boot Shop, Inc.), 
shoes, succeeded by Novelty Boot 
Shop, Inc. 

STuRGEON Bay, Wis.—Henry G. 
Birmingham, shoes, sold out to Al 
Noren & Co. 


Business Reverses 


HUNTSVILLE, ALA.—Seligman & 
Pupkin, shoes, reported petitioned 
into bankruptcy. Reported offering 
to compromise at 48 per cent. 

WYNNE, ARK.—R. Greenfield 
(Mrs.), shoes, etc., reported peti- 
tioned into bankruptcy. Reported 
receiver appointed. 

ORLANDO, FLA.—Orlando Leather 
Co., leather and findings, reported 
assigned. 

CuHIcaco, ILt.—Columbia Depart- 
ment Store (Edward Franks, Prop.) 
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(8457 Burley Ave., S. Chicago), 
shoes, etc., reported petitioned into 
bankruptcy. 

Jeanette Stickler (“Patsy Jane 
Shoppe”) (447 E. 79th Street), 
shoes, reported petitioned into bank- 
ruptcy. 

Max Barnett (2119 W. 22nd St.), 
shoes, reported receiver appointed. 

GLENNVLLE, GA.—Nolan L. Stan- 
field, shoes, etc., reported petitioned 
into bankruptcy. 

Rock Rapips, Iowa.—Lyon Shoe 
Co. (not inc.), shoes, sold out under 
mortgage foreclosure sale to J. W. 
West & Otto Jansen. 

CHELSEA, Mass. — Hicks - Goller 
Shoe Co., shoe manufacturers, re- 
ported petitioned into bankruptcy. 

GLOUCESTER, Mass. — Joseph 
Smith (297 Main Street), shoes and 
repairing, reported petitioned into 
bankruptcy. 

LYNN, Mass.—Fashion Shoe Co., 
shoe manufacturers, reported peti- 
tioned into bankruptcy. 

New England Shoe Trimming Co., 
reported petitioned into bankruptcy. 
Thomas F. Dolan appointed receiver. 

WESTFIELD, MAss.—United Shoe 
Store, shoes, reported assigned. Re- 
ported meeting of creditors was 
scheduled for April 30, last. 

BosTon.—Max Zussman (322-24 
Washington Street, Brighton Dist.), 
shoes, reported petitioned into bank- 
ruptcy. 

FALL RIVER, MAss. — Patenaude 
Bootery, Inc., shoes, reported 
assigned. 

NorRTH ATTLEBORO, MAss.—Julius 
Rosenberg (Rosenberg’s Boot Shop), 
shoes, reported assigned. 

BALTIMORE, Mp.— Max & Ida 
Blechman (229 W. Camden St. & 
301 S. Howard St.), shoes, etc., re- 
ported receiver appointed. 

CAPE GIRARDEAU, Mo.—C. C. Mec- 
Spadden, shoes, etc., reported peti- 
tioned into bankruptcy. 

DESLOGE, Mo.—M. J. Margulis, 
shoes, etc., reported petitioned into 
bankruptcy. Reported receiver ap- 
pointed. 

St. Louis, Mo.—B. & E. Shoe Co. 
(Eugene J. Eichorn, Prop.) (4145 
Manchester Ave.), shoes, reported 
petitioned into bankruptcy. 

CARUTHERSVILLE, Mo. — Hyman 
Caldwell, shoes, etc., reported peti- 
tioned into bankruptcy. Reported 
offering to compromise at 33 per 
cent. 

SumMMIT, N. J.—Herman Goldstein, 
(414 Springfield Ave.), shoes, re- 
ported meeting of creditors was 
scheduled for April 26, last. 

New York CiTy.—Moe Levinson 
(919 E. 180th St.), shoes, reported 
receiver appointed. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth 
page per issue: 
Bpace ltime {times i13times 26 times 53 times 
1 in......$5.00 $4.00 $3.50 $3.00 $2.50 
2 in......10.00 8.00 7.00 6.00 5.00 
3 in......15.00 12.00 10.50 9.00 7.50 
4in......20.00 16.00 14.00 12.00 10.00 





adverti: 
ased allow 45 wende to 
letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 
Copy must be received at the Boot and Shoe Recorder, 207 South St., Boston, Mass., on 
published 


Monday of the week of publication in order that advertisements be 
Otherwise insertion will be put over to the following week’s issue. 


a desire answers 
quubve Waste must be alieuah tn cow 
advertisers 


desire replies forwarded 


same week. 




















SALESMEN WANTED SALESMEN WANTED 


SALESMEN WANTED 








EXPERIENCED SALESMEN WANTED 


For a well known high grade manufacturer’s line of Ingrain Silk 
Hosiery, both chiffon and medium weight, for the following 
states— 

1—Pennsylvania 5—Michigan 

2—Ohio 6—Wisconsin 

3—lIndiana 7—Missouri 

4—Illinois &8—Kentucky 
No objection to carrying another line. Write, giving experience, 
references, and territory desired. 


Address C-113, 
care Boot and Shoe Recorder, 207 South St., Boston, Mass. 











Side Line Salesman 

WANT ED Side line Salesman wanted by old estab- 
lished house for a high class line of 

comfort and semi-dress shoes, in —_ 


welt and McKay sewed. Can be si 
Experienced salesmen with good from stock. Address C-114, care 


following in shoe trade to carry as Boot and Shoe Recorder, 
side line one of the most attractive South St., Boston, Mass. 
and popular lines of Children’s 
Stitchdowns in the country. Priced 
right to sell large trade. Only men FLORIDA, Georgia, North Carolina, South 
of proven ability and best refer- ; ans, Kansas, = —~“e- — 
ndiana, Wisconsin, Michigan assachusetts, 
ences need apply. Ohio and sev- New York, Connecticut, Rhode Island, New 
eral states in South open. Address Hampshire, Vermont, Maine. Above states 


C-109, care Boot & Shoe Recorder, open. Side Line Children’s Turn novelties, 
207 South St., Boston, Mass. priced to sell. Straight 7 per cent commission 
only. Lines now ready. chuylkill Shoe Co., 


Orwigsburg, Pa 




















ALESMEN for Eastern and Northern New SALESMEN, to carry a side line of fancy 

York. Travel by auto. Stitchdowns, satin boudoir slippers. Stock proposition. 
McKays Leggings. State territory you are Big money for right men. Write full partic- 
covering. Address C-112, care Boot and Shoe ulars in first letter. Address C-99, care Boot 
Recorder, 207 South St., Boston, Mass. =. vd Recorder, 239 W. 39th St., New 








ANTED Shoe Salesman by Rice & Hutchins . i 
W Chicago Co. to sell the retail trade in wn a “eto oll cor, tine —_- and 
Western Michigan. None but experienced sales- Girls’ ae Ww rade 4 Chil ae rr t y's 
by an mood appty. Address, 233 West Meares McKays fgg Mc wae “North Carolina, 

¥ South Carolina, Kentucky, Tennessee, Alabama, 
Mississippi, Louisiana, Arkansas, Iowa, Miss- 
veo experienced Leather and Findings ouri, Southern Illinois, Wisconsin, Minnesota, 

Salesman to call on Wholesale Trade, Middle Texas, Oklahoma, Kansas, Nebraska, North 
West. Address C-108, care Boot and Shoe Dakota, South Dakota, Montana, Idaho, Wyom- 
Recorder, 207 South St., Boston, Mass. ing, Colorado, Utah, Nevada, New Mexico, 
co California, Oregon, ant eeneeen. 

1 tablished A manu acturer’ s — oposition that 
ANTED Resident S with big here in the Eiberal session, 
territory to sell a snappy. line of women’s Non-conflicting aciing or whole time. Give 
medium | priced party McKays on - mf full information as to qualifications and ex- 
mission basis. Enclose references with appli- perience in your first letter. Lines now ready. 
cation. States wanted covered are: Virginia, ‘A. W. Smith Shoe Company No. 111 Beach 
West Virginia, Ohio, Michigan, Tennessee and St., Boston, Mass. 
Minnesota. Address C-110, care Boot and Shoe 7 7 
Recorder, 207 South St., Boston, Mass. 


NORTH Carolina, South Carolina, _Georgi pragprescr for Shoe Merchants 
sin, Michigan, Indiana. Side line 

Children’s Turns and Stitch-downs. 100 styles 

in stock. 7 per cent straight commission only. 

Want man with established trade. Others need 

not apply. J. S. Zulick & Co., Orwigsburg, Pa. 























GENUINE CALF 
SKIN SHOES 


$3.50 less 5% discount. 
In Other Words—$3.32 4—Net. 


Stock carried on the floor for at once 
delivery. Cut from Fred Rueping’s and 
Carl E. Schmidt’s Plump, ne Grain, 
Genuine Calf Skin, (not feals, nor Side 
Leather), but Genuine Calf Skin, with 
9 and 10 iron Bend Soles, cut from the 
hide where the wearing fibre is the tough- 
est, tanned by American Oak, Armour 
and Mooney. Full Grain, Genuine Calf 
Skin Quarter and Tongue Lining. Our 
record for 1925 was pair of worn 
shoes returned and only 5 pairs with soles 
worn through. All snappy, young men’s 
combination lasts and tterns. Slow 
sellers are not perm rmit to remain in 
the line. Straight 6 cent . 9" 
to salesmen with established trade. Avply 
if you have the ability to become a big 
= salesman. A few unfilled territo- 
ries. 


COBLE SHOE COMPANY 
Humboldt, Tennessee 

















POSITION WANTED 


PS WANTED—Shoe Buyer. Open 

pee June ist. 15 years’ experience, 
all les of shoes. Good style picker. Keeps 
stock down. Always on the job. Best refer- 
ences, 31 years old, married. E. K. Wesner, 
St. Cloud, Minn. 








SHOE Buyer, general mana and expert 
Style picker. 35 years old. In the shoe 
business 16 years. A-1 sales and stock turn- 
over man. (Can handle help. Must be some- 
thing real and big, something with a kick in 
it. Address C-98, care Boot and ‘Shoe -_ 
corder, 239 W. 39th St., New York, N. 








FOR SALE 





FOR SALE—A profitable shoe business estab- 
lished fourteen years in Toledo, Ohio. Stock 
about twenty thousand. Will sell at a sacri- 
fice. Address C-88, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





FOR SALE—Grand Rapids mahogany store 
fixtures, used two years, sufficient for store 
150 x 130 for men’s, women’s and children’s 
complete outfitting store, including dry goods 
and shoes. Men’s clothing, hat, trouser and 
furnishing s cabinets. Women’s ready to 
wear, millinery, cabinets, mirrors, shoe 
cabinets — chairs. Window fixtures, awnings, 
show cases, counters, electric fixtures, alcove 
mirrors, etc. For sale in bulk or by the piece. 
Immediate action imperative. Write or wire 
for complete list. Ray McKinney, Second 
and Main, Pueblo, Colo. 
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FOR SALE 





FOR SALE 








MISCELLANEOUS 






















may be acquired. 












St., St. Louis, Mo. 


Are You the Shoe Manufacturer Who 
Will Be Interested In This? 


The RECORDER knows of a spitk and span new shoe factory with a 
capacity of 2,500 pairs of women’s popular price novelty McKays which 


This shoe factory has been just recently completed and is equipped with 
all modern shoe machinery. It is located in a town in Missouri, less than 
a hundred miles from St. Louis, on the main line of a large western rail- 
road. Labor conditions are ideal as local help has been trained. 

This shoe factory can be bought at a very advantageous price and offers 
an excellent opportunity for a going concern interested in expansion. 
Full particulars may be obtained and a meeting with the owners ar- 
ranged by addressing Box C-115, c/o Boot & Shoe Recorder, 1627 Locust 














FOR SALE. 


Philadelphia, Pa. Shoe store established 
38 Ry Doing business of $80,000 to 
$100,000 the last 15 years. Located on 
three main _ streets. Reasonable rent, 
I lease. Retiring from jusiness. 
Address C-111, care Boot and 
Shee Recorder, 207 South St., 
Boston, Mass. 











FOR SALE—Rubber Heels, 100,000 pairs 
men’s, ladies and boys’, all sizes. Best 
offer takes them. Quick a, Smears, 


128 Myrtle Ave., Brooklyn, N 





SHOE-MOBILE For Sale. Unique advertis- 

ing and delivery car with body built like a 
man’s shoe, mounted on Ford chassis. Newly 
painted and in good mechanical condition. For 
further information and price, write A. Simon 
& Co., Altoona, Pa. 














FOR RENT 


FOR RENT 











tails address 


You Can Rent This 


Office and Sales Room in the 
Heart of New York’s Shoe District 


An unusual opportunity to sell and display one entire line or 
two non-competing lines in a light, convenient location. For de- 


C-116, Care Boot and Shoe Recorder 


239 West 39th Street, New York, N. Y. 

















FOR RENT 
“MEN’S SHOE DEP’T SPACE” 


Prominent Chestnut St. Clothing 
Furnishing Store. Busiest Street in 
—, Pa. $6 or $7 brand pre- 
e > 


Adv.-1118, Land Title Building, 
Philadelphia, Pa. 





WANTED TO PURCHASE 




















WANTED TO PURCHASE 


THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. ¥. 


















ATTENTION 
SHOE FACTORY WANTED 
IDEAL LOCATION 
PLENTY SKILLED AND 
UNSKILLED HELP 
CLARENCE G. SMITH 


MeSherrystown 
Adams Co., Penna. 


HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy 
your surplus or slow sellers. tities 
no object. Retail or wi ie. Short 
term leases taken off your hands. 


Wire or one us. 
confiden' Established 1890. 
MAX GLAUBERG 
436 Grand Street, New York City 


We also purchase clothing, hats, fur- 
niching goods, ote. Dry Dock 0353 








“MANCHESTER” 


(Trade Mark Reg. U. 5. Pat. Off.) 


CURVED JAW NIPPER 
Just the Tool for That Tack 
The only nipper 
made which is just 
cragheentee inate 
of shoes. 
“Manchester” 
Trade Mark Reg. v. @ 





nippers are made of 
hi — tool steel, 
nickel plated, with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 

Genuine 

“MANCHESTER” 


curved jaw when or 
dering. 

Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 
Branch 
Boston, Mass. lel W. Lake Se. 







MH debe HON VIS 
e4Ho at HM 

















CASH PAID 


for entire shoe stocks or us stocks 
of shoes or other . Any 
quantity. Prompt attention given. 





CASH PAID 


for shoe stores or surplus stocks of 
shoes or for other merchandise. Leases 
taken over. We will send a repre+ 





















A SHOE STORE NECESSITY 
“VARNUM” 
(Trade Mark Reg. U. 8. Pat. Of.) 

SIZE STICK 
The Most Po, Stick 
Used Today 
WHAT DO YOU USE? 


“VARNUM” 
Marked with Standard 
American, French, 
English 
Measures 
Three Styles 1-23 

























Specify “VARNUM” 


To Your Jobber or Write Direct 
Manufacturers 





KIRSCH-BLACHER co., Inc. Kalter Cerf. -» Ine. ° Beston, Mass. 
€22-694 Broadway, New York, N.Y. 801 Broadway, New York City F.W. Whitcher Co. ‘Sir 
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_Fans—For Stimulating Your Summer Business 


These Fans assorted in 7 designs, lithographed in 5 colors. Has your 
“AD” on back, which WILL BE SEEN BY THOUSANDS. 
Send for destriptive circular and prices of quantities. 


“Gain a Lap on Your Competitor” 


PRETTY SOUVENIR ADVERTISING COMPANY 
37 East 28th Street New York City, N. Y. 











IMPORTED CUT-STEEL 
BUCKLES . > Tl Made Only of Wood 


for all lines 


Always IN-STOCK for Your " 
Immediate Needs of hoe Carton SIT SMEATS 


Prices $1.00 to $5.00 per pair 
Also exclusive designs up to $20 we La b eC / S Send for Catalog 
Tag Oscar Onnxen Co 














Sample assortment and prices gladly sent 
Tiw. FOURTH! $v. 
on request agi CINCINNAT), O& 


( f 4 . ae not mere 
sats Mie otee 8/9 Metal Fixtures o Coses 


Waverly Shoe Trimming Co. 


< kK EO R ‘a - ~ 8 

151 Vanderbilt Ave., Brooklyn, N. Y. SET OF SAMPLES € PRICE @) N K E N ) 

wa ; - . ESTABLISHED 1880 ~ 

Sb [nus c 0 ee 
et ZIT, 2 


PLANT, BROCKTON. MA 


Genuine and Imitation 
ALLIGATORS Ladders 


Exquisite Pastel Colors with '| SHOE CARTONS made for 40 yeare 


Gold or Silver Veins — | by the original in- 
: ventors. 


LEATHER DE LUXE CO. for the exclusive shoe trude J oe “| Made in all styles 
47 West 34th St., New York af PRICE-SERVICE-QUALITY [FX S =| to suit any shelving 
THAT SATISFY ? -| condition. 
“Largest Importers 


Novelty Leathers” me eo Get our prices before 
} mes ; placing your order 









































Milbradt 


Tt 








NAC MEY EI ae 
Fy oan Milbradt 
268-27!) LEXINGTON AVE. —— =| Manufacturing Co. 
IDEAL ROLLING ANT mie AS GMT ATEAT SROC CANTON MFRS “7 2416 No. 10th Street : 
LADDERS _——— ST. LOUIS, MO. 



































25% Ch 
Ses 





Write for Oatatog 


| Oy ee ton CUSHION 
| STORE LADDERS 

















WINDOW LABELS 


DISPLAY The DISTINCTIVE and 
FIXTURES PERMANENT MARK 


ay ww Fee OL Ea SD 
Segall & Sons WEAVING CO. 


33-39W 347THST. NYC 
933 Arch St. Phone WISCONSIN 8130 


PHILADELPHIA 


Are Business Getters Use Recorder Service. There are 
many ways in which the Boot and 


[so for Catalog and Prices Shoe Recorder can serve you. Write 


Leal - 
~ ~—eG00808 














us your problems. 
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[CONTINUED FROM PAGE 95] 


on a spending spree,” said Edward 
Cohen, manager of the Saks shoe 
department, “and it is to this class 
that we make a strong appeal. A 
large percentage of our patronage 
here comes from out of town.” 


Novelties Lead 


Novelty footwear continues to 
lead by a wide margin. The light 
shades of kid, together with the va- 
rious reptilian effects, not only in 
leather but lately in satin as well, 
account for a major portion of cur- 
rent sales. Some bright colored 
footwear such as blue, red and 
green, is moving in the exclusive 
shops. Franklin Simon & Company 
last week sponsored turquoise blue 
as a costume color and showed sat- 
in slippers to match. Frank Bros. 
are showing painted panama and 
cretonne slippers. Saks & Company 
introduced a large tongued colonial 
slipper with large square silver 
buckle in patent and gray kid. 


Fancy Oxfords 


Fancy oxfords are playing more 
of a part in current selling than 
was anticipated a short time ago. 
They are being shown in all mate- 
rials, with colored kid and reptilian 
leathers leading. 


“College Bred” Shoes 


Franklin Simon & Company last 
week introduced “Antioch Guaran- 
teed shoes” designed by the faculty 
of Antioch College, Yellow Springs, 
Ohio. One model shown was a calf 
oxford with lizard toe cap, lace 
stay, foxing and heel. The shoe 
sells at $16.50. 


Blond for Men Moving Slowly 


New York men have not yet taken 
to blond footwear with the same 
avidity as the men of the rest of the 
country. Some of the retailers who 
pinned their faith strongly to blond 
footwear for men are frankly dis- 
appointed. The extremely light 
shades in men’s shoes have never 
been popular in New York and it is 
not likely that blond will go over 
here with any large degree of suc- 
cess. Light weights, however, are 
selling well, according to all re- 
ports. 

Selby Offices Moved 


Local offices of the Selby Shoe 
Company, Portsmouth, Ohio, have 
been moved from the fourteenth to 
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Store front of the Specialty Shoe Company, 1328 Washington Avenue, 


St. Louis. 


This is a newly organized wholesale firm dealing in 


novelty McKays 











the twenty-fourth floor in the Bush 
Terminal Sales Building. H. E. 
Marconnet and A. I. Benedict are 
in charge of the offices. 








| SAN DIEGO 








Colored Kid in Demand 


There has been no letting down 
in the demand for pretty shoes of 
colored kid. In fact, the demand 
seems to increase. One big buyer 
told the writer that he had sold a 
large number, was still selling 
them and had tons of them coming 
out from the factories. He said he 
had even ordered some blonde sa- 
tins. Other stores echoed the sen- 
timent that colors would continue 
to be good for a considerable time. 

Sales are in this order: first, 
blondes; second, parchments; third, 
whites, with an interlarding of pa- 
tents. The reptilian trims are not 
so apparent as in the cities farther 
north. A few shoes of patent with 
snake or lizard appliqués are seen. 
Plain patent pumps and straps seem 
to please the women of San Diego 
most. 

A decided tendency against ex- 
treme high heels is manifested. 
Women seem to be in a state of 
mild revolt against the small spike 
or French heel and are asking for 
Cuban or even lower wider heels. 


News Notes 


A new shoe store has been opened 
at 730 Broadway, known as the 
“Fashion Shoe Store.” Both men’s 


and women’s shoes at popular 
prices will be featured. 

Holzwasser’s shoe department has 
been brought down stairs to the 
first floor on the Broadway side of 
the store. Mr. Kenyon was in the 
Eastern markets on a buying trip. 

L V. Ray leaves San Diego to 
open a new Ray store at San Pedro. 
He will be succeeded by P. R. Sim- 
mons, who will manage the San 
Diego store. Early in the summer 
the Rays will open a new store at 
Whittier. 

San Diego seems to be on the 
verge of a real estate boom. The 
merchants are not the least bit en- 
thusiastic over the prospect, for, as 
they say, speculative realty trans- 
actions never help the business in- 
terests of any city. 

Traveling salesmen were thick in 
the Southern city on Monday morn- 
ing. This would indicate that busi- 
ness looks good in this part. 


New Store for Los Angeles 


D. G. Oppenheim, proprietor of 
the Swagger Boot Shop, Los 
Angeles, has sold the lease which he 
held on his location at 107 West 
Eighth Street, and is planning to 
open a larger and much finer store 
at 107 West Seventh Street. Men’s 
and women’s shoes will be carried, 
branded lines being featured. A 
new front and new equipment will 
be installed. The company is to be 
incorporated, with a capital of $20,- 
000, under the name of the Swagger 
Boot Shop. 





112 


INDEX TO ADVERTISERS IN THIS ISSUE 


BOOT AND SHOE RECORDER 


May 8, 1926 





BOOTS AND SHOES 
Adams, F. E., Shoe Co., Seabrook, N. H.. 


Bell Bros. Co., Biddeford, Me 

Best-Ever Slipper Co., Inc., Brooklyn, N. Y. 103 
Blog Shoe Co., New York City 

Brockton Co-operative Boot and Shoe Co... 1 
Brooks Shoe Mfg. Co., Phila., Pa 

a erp & Hecht, San Francisco, 


Cahill Shoe Co., Cincinnati, O 
Carter, J. W., Co., Nashville, Tenn 
Clapp, Seat, & on ay E. Weymouth, 


Colt Cromwell Co. New York City 


Commonwealth Shoe & Leather Co., Whit- 
man, 4 102 


Conrad Shoe Co., Brockton, Mass 17 
Coon, W. B., Ce., Rochester, N. Y 24 


Craig, Reed & Emerson, Inc., Brockton, 
Mass. 102 


Abington, 
44 


Crosset, Lewis A., Co., No. 
Douglas, W. L., Co., Brockton, Mass 31 


Duttenhofer, Branch of U. 8. Shoe Co., 
Cincinnati, O. 75 


Duttenhofer, Stanley, Shoe Co., pone ~ 


Edwards, J., & Co., Philadelphia...4th Cover 
Elam, F. 8., Shoe Co., Rochester, N. Y.... 104 
Endicott-Johnson Corp., Endicott, N. Y... 62 
Evans’ Son, L. B., Co., Wakefield, Mass.. 37 


Fargo-Hallowell Shoe Co., Chicago, Ill... 
Florsheim Shoe Co., Chicago, IIl 


Gardiner, H. K., Pittsfield, N. H 
Golo Slipper Co., New York City 
Greeley, A. W., & Co., Haverhill, Mass... 


Hannahsons, Haverhill, Mass............. 30 
Holters Company, Cincinnati, O 

Howard & Foster Co., Brockton, Mass.... 162 
as g & Temple, Milford and hen, 


Julian & Kokenge Co., Cincinnati, O.... 
Juvenile Shoe Corp., Carthage, Mo 


Kripp Co., Cincinnati, O. 72 





Laing Harrar & Chamberlin, Phila., Pa.. 1 
Lampe, W. H., Shoe Co., St. Louis, Mo... 98 
Lilly, Henry, New York City 


Marion Shoe Co., Marion, Ind.... 

Meis, Chas., Shoe Co., Cincinnati, O 
Menihan Co., The, Rochester, N. Y...... 
Merchants Shoe Co., Boston.............- 


Nettleton, A. E., Co., Syracuse, N. Y 
Novelty Shoe Co., Chicago, Ill..... csevcoe OS 
i & Welden Shoe Co., perenne 


fA-ilieg =f A., Co., Brockton, Mass. 10, 113 


Paristyle Footwear Mfg. Co., Inc., Brook- 
lyn, N 103 


Posner, Dr. A., Shoes, Inc., Brooklyn, 
N. Y. 104 


Powell & Campbell Co., New York City.. 103 


Rauh, 8., & Co., New York City 
Reed, E. P., & Co., Rochester, N. Y 


Reynolds, Bion F., Brockton, Mass 
Richards & Brennan Co., Randolph, Mass. 102 


Roberts, Johnson & Rand, St. Louis, Mo., 
3rd Cover 


Roth Shoe Mfg. Co., Cincinnati, 


Scheiffele Shoe Co., Cincinnati, 

Schwartz & Herder, Inc., Philadelphia, Pa. 104 
Sherwood Shoe Co., Rochester, N. Y 

Shu Stiles, Inc., St. Louis, Mo 

Stacy-Adams Co., Brockton, Mass 


9 Shoe Co., Inc., So. Weymouth, 
Mas 39, 102 


miieiaie Evans Shoe Co., Rockford, Ill.. 10 
Swan Shoe Co., Baltimore, Md 


Taylor Shoe Co., Boston, 

Teeple Shoe Co., Waupun, Wis 
Thomson-Crooker Shoe Co., Boston, Mass. 
Trinity Shoe Mfg. Co., Brooklyn, N. Y... 


United States Rubber Co., New York City 


Vollman-Lawrence Co., Cincinnati, O.... 


Weimer, Wright & Watkins Co., Phil., Pa. 
Wellauer Noll Shoe Co., Milwaukee, Wis. . 
as ee Shoe & Tanning Co., Rockford, 


Wright, E. T., & Co., Rockland, Mass.... 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Companies, Inc., 
Philadelphia, Pa. 
Armstrong Cork Co., Lancaster, Pa 


Avon Sole Co., Avon, Mass 
ne. J. S.. & Sons Co., Lynn and 


Beggs & Cobb Co., Boston 
Burk Bros., Inc., Phila., Pa 


Creese & Cook Co., Boston 
Evans, John R., Co., Camden, N. J 


Griess-Pfleger Tanning Co., Boston. 
Front Cover 


Hale, Alfred, Rubber Co., Atlantic, Mass.. 38 
Jones Co., F. E., Boston.......... snwesen 103 


Leather De Luxe Co., New York City.... 11 
Levor, G., & Co., New York City 


New Castle Leather Co., New York City.. 14 


Beatie. Fred, Leather Co., Fond du Lac, 


Seton Leather Co., New York City 


West Virginia Pulp & Paper Co., New 
York City 103 


FINDINGS AND SHOE STORE SUPPLIES 
Manheimer, Abe, Co., St. Louis, Mo 


Alterson, L., & Co., New York City 


Milbradt Mfg. Co., St. Louis, Mo 


Miller, O. A., Treeing Mach. Co., Brock- 
ton, Mass. 


Myers, F. E., Bros. Co., The, Ashland, 
Onken, Oscar, Co., Cincinnati, Ohio 


Prey Souvenir Advertising Co., New York 
t; 11 


Rublack, Emil, New York City 


Segall & Co., Philadelphia, Pa 

Scholl Mfg. Co., Chicago, Ill 

Success & ~qpenes Corp., St. Louis, Kirk- 
wo 1 


ey Shoe Trimming Co., Brooklyn, 


Weil, Leon, Inc., New York City 
Whitcher, Frank W., Co., Boston 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 


DRESSINGS, ETC. 
Earle Shoe Pattern Co., Brockton, Mass.. 103 
Hamilton-Wade Co., Brockton, Mass 
Nu-Shine Co., The, Reidsville, N. C 


United Shoe Machinery Corp., Boston, 
16, 81, 


Whittemore Bros., Cambridge, Mass 


MISCELLANEOUS 
Atlantic Printing Co., Boston 


> 
Central Mfrs. Mutual Insurance Co., Van 
ert, O. 


Glauberg, Max, New York City 
Hotel Martinique, New York City 
Illinois College of Chiropody, Chicago, Ill. 96- 
Kalter Cerf. Mercantile Co., Inc., 
York City 
=o. ' T. K., Sales System, Minneapolis, 
Mi 33-34 


Kirsch-Blacher Co., Inc., New York City.. 109 
Kluge, E. H., Weaving Co., New York City 11¢> 


MN 'y. 

New Forrest Hotel, New York City 

ae re Purchasing Corp., New : 
Penney, J. -C., St. Louis, Mo. 


Tolman Print, Boston, Mass 











May 8, 1926 BOOT AND SHOE RECORDER 











SUMMER STYLES 
NOW IN STOCK 


Code for Telegrams 


575X—FEATHER 
576X—A VENUE 
578X—SONNY 


No. 575X 
Summerweight Black Calf, 
Lace Oxford 
A, B, 7-11; C, D, 6-11 


No. 576X, same style in 
Tan Calf 
$5.50 


Have you your copy 
of our Golden Anniversary 
Style catalog? It’s worth 


No. 578X writing for. Address Dept X. 


Cadet 
Blonde Calf 
Lace Oxford 

B, 7-11; C, D, 6-11 
$5.75 


M. A. PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 
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+ARLY every person who 
enters your store is a pos- 
sible purchaser of Repco 
Brushes and Daubers. Display 
Repco Brushes and Daubers 
prominently and call your cus- 
tomers’ attention to them. Take 
advantage of this fine opportunity 
for additional findings profits. 


Repco Brushes are made in both 
the stapled and wire drawn types. 
The wood and bristle stock are 
the finest obtainable and are 
equally good in both types, while 
the wax finish is carefully applied 
and is lasting. The two types dif- 


For Sale by 
Shoe Findings Dealers 


United Shoe Machinery 
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Additional findings profits 
from Repco Brushes and Daubers 


fer only in the method of fasten- 
ing the bristle knots. 


Repco Daubers are made only in 
the stapled type. Like the brushes, 
they are made of the finest stock 
and finish. 








Show them 
in your 
windows 
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